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COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 
industry is alive and living is a pleasure. 


Just Reinsurance 


—That’s All 





Real Money for live wires with 


MOUNTAIN STATES 
© LIFE INSURANCE COMPANY 


Hollywood, California 
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Add to Your Profits from SOMETHING NEW 


Fire and Casualty by Taking a 
on a Splendid Life Line Beneficial and Profitable 


fev largest mixed insurance agency in ONE DOLLAR A MONTH POLICY 


the world has established a life depart- 
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ment. There is a pronounced trend in that A Bi 
direction. Agencies are adding Life to Fire, Big Seller and a money 
Casualty, Surety, etc. You, too, may enlarge maker for live agents. 
your profits without increasing fixed costs. 
The most satisfactory life contract avail- All Standard Policies are written, with or without 
able is that of the Columbus Mutual—the Total and Permanent Disability, Premium Waiver 


company which 20 years ago eliminated mid- 
dlemen and diverted the huge expense of 
their maintenance into savings for policy- 


and Double Indemnity. 








































































holders and agents. Its system makes pos- THE COMPANY’S PREFERRED ORDINARY LIFE 
t insurance, generous commis- 
sions, and VESTED renewals. There are AND MONTHLY INCOME POLICIES ARE 
tricti in territory. ontract 
is a divect ‘homie Office: conttact—no. inter- BIG SELLERS 
mediaries between. The Agent who pro- 
duces gets ALL the commissions. Good Openings for General Agencies in Ohio, In- 
= Send today for this distinctive and highly diana, California, Illinois, lowa, Kansas, Michigar., Fi 
= sucessful company’s propositon. Minnesota, Missouri, Oklahoma and Texas. = 
= “Serve and Succeed With the Springfield” = 
= THE COLUMBUS MUTUAL LIFE = 
= ~ INSURANCE COMPANY SPRINGFIELD LIFEINSURANCECOMPANY /& 
— C. W. Brandon, President : — 
= Columbus, Ohio SPRINGFIELD, ILLINOIS =a 
Vy A. L. Hereford, President C. Hubert Anderson, Supt. of Agencies | {Y 
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A RELIANCE 


BROADCAST 


Ws 


of COLORADO 
cANNOUNCING 


Just two years ago, I left the auto- 
mobile industry with which I had 
been identified for eighteen years. 
As you know, that business depends 
on /:ve prospects. Automobile sales- 
men have the same problems in refer- 
ence to prospects as the average life 
insurance underwriter. 

With the Reliance this is no prob- 
lem. The answer is 
Lead Service. Never 
in my years of selling 
have I seen such a 
wonderful means of 
getting in to see any- 
one, particularly a 
hard man to talk to. 

With Lead Service 
I started on the men 
I knew best; those . 
whom I knew were 
physically able to 
pass the examina- 
tion, and who finan- 
cially were able to 
purchase a good sized policy. The 
Advertising Department was re- 
quested to release Lead Service 
letters to these men. Just as soon 
as I thought they had had time to 
read the letter, I made my call. 

The prospect nearly always re- 
ceives me with a hearty welcome and 
tells me he has received our Vice 
President’s letter introducing me, 


<A 


Why Its Profitable to 4 


The principle upon which the Lead Service Plan is 
founded has been demonstrated to be thoroughly sound 
in theory and practice. This principle involving adver- 
tising, coordinated with salesmanship has proven to be 
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and then says he has never received 
a finer illustrated introduction letter 
from any insurance organization. 

The Lead Service system provides 
the opportunity of selecting the best 
risks in the community. Practically 
every man I have sold was not in the 
market until the Lead Service letter 
created the need in his mind. 

Allow me to give 
you an X-ray picture 
of what Lead Service 
has done for me. On 
October 9, 1927 I 
started with the Re- 
liance Lire, having 
had no previous ex- 
perience in life un- 
derwriting. Since 
that time J ahs used 
nothing but Lead Ser- 
vice introductions. 

During the seven 
months, from Janu- 
: ary ltoJuly 21,1928, 
I have written as a result ot these in- 
troductions, 67 Perfect Protection 
Policies tor $22 1,705 Life, $191,000 
Accident and considerable Weekly 
Health Indemnity. 

No one could be more thoroughly 
sold than I on the value of this pre- 
approach advertising to the salesman 
who operates it correctly and dili- 
gently in his working plan. 


one of the most profitable means of securing new busi- 
ness through advertising ever instituted by a life insur- 
ance company. Lead Service has established itself 
permanently as a feature of Reliance sales promotion. 
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MANAGERIAL PROBLEMS 
AIRED 


Life Agency Officers Conclude Chi- 
cago Sessions 


FRANK H. SYKES CHAIRMAN 


Institutional Advertising Plan Endorsed 
and Support Will Be Sought Among 
Companies 


Cuxicaco, Itt., November 2.—The Association 
of Life Agency Officers and the Life Insurance 
Sales Research Bureau held their joint annual 
meeting at the Edgewater Beach Hotel here last 
week, a meeting that will go into the records as 
the most interesting and valuable yet held by 
’ the organizations. The principal theme was se- 
lection and training of managers, thus embody- 
ing the newer trend of life insurance educa- 
tion. Each speaker after presenting his sub- 
ject was quizzed closely by the listeners and 
the discussions reached a lively stage frequently. 
There was no set program and for that reason 
the meeting became very intimate and valuable 
as each man was given the opportunity to pre- 
sent the problem that concerned himself most, 
and to receive in exchange suggestions and hints 
as to its solution. 

The results of the elections follow: Frank 
H. Sykes, Fidelity Mutual, was elected chair- 
man of the executive committee of the Life 
Agency Officers, succeeding James A. McVoy, 
Central States, St. Louis, who retired. C. I. D. 
Moore, Pacific Mutual, was elected vice-chair- 
men. Walter E. Webb, National Life of the 
U. S. A., Chicago; Stephen Ireland, State Mu- 
tual of Massachusetts, and M. H. Bingeman of 
the Great West Life, Winnipeg, were elected 
to vacancies on the executive committee, suc- 
ceeding Mr. McVoy, Robert K. Eaton, John 
Hancock Mutual, and E. J. Harvey, North 
American, Toronto. The hold over members of 
the committee include, Loriman P. Brigham, 
National of Vermont; L. J. Dougherty, Guar- 
anty; A. N. Mitchell, Canada Life; and Walter 
T. O’Donohue, Jefferson Standard. 


The Research Bureau re-elected James A. 
Fulton of the Home of New York and W. W. 
Jaeger, Bankers Life of Iowa, chairman and 
vice-chairman, respectively of its executive com- 
mittee. It also re-elected S. F. Clabaugh, Pro- 
tective Life, to the committee because he was 
serving an unexpired term. The new members 
include: W. Carlisle of the Mutual Life of 
Canada and Frank L. Jones of the Equitable 
Life of New York, to the committee succeed- 
ing James W. Simpson, Sun Life of Canada, 
and R. W. Stevens, Illinois Life. The hold 
over members include: H. H. Armstrong, 
Travelers; Robert K. Eaton, John Hancock; 

(Concluded on page WA) 


HERE FOR THE TENTH 
TIME 


Chr. Hansson, Manager of Christiania 
General Expects Many More 
Trips 


NORWAY RATES ONE-HALF THOSE 
HERE 


Agents There Get Only Ten Per Cent Com- 
mission—Tax Conditions Also Easier 
Chr. Hansson, general manager, or as we 

express it in the United States, president of the 
Christiania General Insurance Company of 
Oslo, Norway, arrived in New York the first 
of last week. As he about twenty 
times since he first came here in 1911 to study 
American insurance was not 
obliged, like so many of our visitors, to waste 
time giving his impressions of New York, but 
could consider simply the reason for his com- 
ing, the extensive fire reinsurance business his 
company does in the United States. 

It is a little difficult to realize that Mr. Hans- 
son has been the head of a large international 
insurance company since 1914, for he looks like 
a man the right side of fifty. Pressed on this 
point he admitted to a representative of THE 
SPECTATOR that he was 58. He became the head 
of the Christiania, of which his father for 40 
years had been the president, in 1914, at which 
time the company was comparatively small and 
practically unknown outside of Norway. He 
had come to the United States in 1911 for the 
purpose of studying insurance methods and con- 
ditions here and immediately upon becoming the 
chief of his company he began putting into 
operations the plans which have so broadened 
the scope of the Christiania that it now has 
business all over the world. In Norway it 
writes direct business but its business in the 
United States and other countries is treaty re- 
insurance. It began doing business in the 
United States in 1918. 

How extensive is its business here is shown 
by the fact that of its premium income for 1927, 
approximately $10,000,000, some $4,000,000 was 
from insurance in the United States. 

The total assets of Mr. Hansson’s company 
are approximately forty-five and a half million 
kronen and the outstanding fire insurance poli- 
cies in force amount to 300,000,000 kronen. 

The company is known in Norway and in 
many other places where it does business as 
“Storebrand,’ which means “Great Fire,” for 
the company is the largest in Norway and dates 
from 1847. When the city of Christiania three 
years ago changed its name back to Oslo, which 
it had been for some 900 years before it was 
changed to Christiania in honor of King Chris- 
tian IV, many domestic concerns which had that 

(Concluded on page 15) 
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BANK ROBBERY RATES 
INCREASED 


Loss Ratio Excessive in This Class 


SMALL BANKS ARE TARGET 


Highwaymen Seem to Find It Easiest to 
Take Money from Small Western 
Banks 
The members of the burglary department of 
the National Bureau of Casualty and Surety 
Underwriters have made several rate adjust- 
ments for bank burglery and robbery insurance 
effective November 5. Of late years the pendu- 
lum of losses has swung from the bank burg- 
lary side to the bank robbery side. The robber 
of today takes the easiest method of obtaining 
property and gets it at the point of a gun in- 
stead of laboring for hours to break through a 
safe or vault. The companies had hoped in re- 
cent years that their bank robbery losses would 

decrease but it has not materialized. 

Because the bank robbery loss ratio is ex- 
cessive, it was decided at a recent meeting to 
increase the rates in the following States: 
Alabama, Arkansas, California, Colorado, 
Idaho, Indiana, Missouri, Michigan, Montana, 
Nebraska, New Mexico, North Dakota, South 
Dakota and Texas. On the other hand the 
State of Illinois, with the exception of Cook, 
Dupage, Lake, St. Clair and Will counties, has 
a favorable experience and a reduction has been 
made. 


A review of the bank robbery experience in 
places of less than 1000 population shows that 
the loss ratio is very bad. Apparently the 
banks in these small towns are the easiest to 
rob and full advantage of this fact is taken. In 
order to allocate a greater proportion of this 
burden to the proper banks it was decided to 
increase the rates for such banks 20 per cent. 

In the bank burglary line the situation is a 
little different and some reductions were made 
in the States of Illinois, North Carolina, Ohio 
and West Virginia. On the other hand the 
State of Tennessee was increased. 

In places of less than 1000 population a some- 
what similar situation exists in the bank burg- 
lary line and the rates for banks in such places 
were increased 10 per cent. 

In the middle and far West, the State Bank- 
ers Association, in co-operation with the Amer- 
ican Bankers Association, are attempting to 
combat the bank burglar and robber by estab- 
lishing so-called county auxiliary protective 
units. These units are auxiliary law enforcing 
groups made up of properly trained and armed 
deputy sheriffs under the supervision of the 
sheriff. The insurance companies feel that 
these units acts as a deterrent to bank burglary 
and robbery losses and accordingly will allow 

(Concluded on page 23) 
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HE current issue of the Penn Mutual News 

Letter, agency organ of the Penn Mutual 
Life Insurance Company, of Philadelphia, con- 
tains an account of the agency conventions of 
the company. Among the features at these meet- 
ings was a session entitled “A Morning in a 
Penn Mutual Agency,” which was really a 
drama devised by Vincent B. Coffin the popu- 
lar educational director of the company. It was 
his first attempt in this direction, but a success- 
ful one. The action was fast and interspersed 
with plenty of humor so that the audience must 
have got many good tips and also many good 
laughs out of it. The meeting was in charge 
of Alexander Patterson, widely-known Chicago 
general agent. Among the scenes was the fol- 
lowing dialogue between Ralph Engelsman, one 
of the company’s New York general agents who 
won a country-wide reputation as an instructor 
and extremely successful personal producer: 

“Mr. Engelsman: Listen, Pat, what the devil 
is the matter with that Jones case? I have 
been waiting now for five days and I have not 
even gotten a report from the home office. 

“Mr. Patterson: The policy is here. 

“Mr. Engelsman: The policy is here, but I 
have got to wait for instructions. Can’t you 
call Adam or something? 

“Mr. Patterson: How long has it been? 

“Mr. Engelsman: He was examined five 
days ago. The inspection was all right. I want 
to see him as soon as possible. I want the 
money. And by the way, Pat, as soon as that 
case comes through— 

“Mr. Patterson: Now, wait a minute. 

“The first thing we have got to do is find 
out about this policy. Now, just a minute. 

“Mr. Patterson on telephone: I want to get 
Malcolm Adam at Lombard 7300 Philadelphia. 

“Here he is now calling me. Hello, Malcolm, 
how are you this morning? What do you 
know? 

“Mr. Adam: I know that Engeisman case 
got here this morning. We would have had a 
report sooner if you had put the right address 
on the slip. 

“Mr. Patterson: That same old line of 
‘boloney.’ Well, now, what about it, anyway? 

“Mr. Adam: Released. I just sent a tele- 
gram out. 

“Mr. Patterson: It is all right to release 
it. Have you got any moie? 

“Mr. Adam: That Smith case is only fair. 
You had better deliver the policy while he can 


get it. 
Mr. Patterson: That is what I call real co- 
operation. All right, much obliged to you. 


“Mr. Patterson: Now, that is all set, what 
else have you got? 

“Mr. Engelsman: You know if I place that 
thing to-day it will be all right. I will tell you, 
Pat, I had a little trouble at home. I am up 
Can you spare a hundredbucks? 


Do you know any other 


against it. 
“Mr. Patterson: 


fairy stories? 


T is with regret that I record the fact that 

it has been brought to my attention that a 
bright young man in THe Spectator Office 
has questioned the veracity of certain statements 
I have in the past made in this column. In 
fact he himself brought it to my attention. He 
used no finesse at all. He, to employ one of 
his own expressions, laughed me to scorn. He 
urged me to seek out some marines and tell 
them, though, he said, he doubted if even they 
would believe me. He seemed to feel that be- 
cause he himself had never met on the Battery 
gentlemen who advanced unusual plans for cut- 
ting down the fire loss, or casualty insurance 
men who translated Russian poetry and knew 
everything about ancient and modern music, 
no one else had, and he intimated with a nasty 
frankness that he considered anyone who 
claimed to have met such people was a liar. 

* * * 
O a person whose business life has been 
mostly spent in insurance surroundings and 
newspaper offices where cold, precise veracity 
is the rule and flights of imagination are quite 
properly forbidden such an unjust charge is 
extremely painful. Not even a Harvard man 
accused of visiting friends at Princeton would 
have more righteous cause for an honest and 
manly indignation. 
* * * 

O a less innocent person might refrain, but, 

knowing how right I am, I simply take the 
opportunity to go right ahead along the same 
line and tell a little something about my old 
friend at a club I frequent who got to reminis- 
cing a few evenings ago. To a young fellow 
like myself he seemed an old man, although in 
reality he will not be 93 until sometime nex 
December. If determination can keep a man 
alive I’m sure that Mr. X. will be with us for 
some time to come and while I trust he has many 
reasons for wishing further to lengthen out his 
mortal span, the main one is, I think, to outlive 
a certain young stripling of 91 years. Although 
I believe they are not mercenary, but actuated 
only by the ties of love and affection, I am cer- 
tain his immediate relatives share that wish, 
for Mr. X and the other person, let us call 
him Mr. Y, are the last survivors of a tontine 
annuity which still presents a considerable lump 
sum for the last man to claim. My friend had 
never heard of Lorenzo Tonti, but what he did 
know of the benefits of the loan under such a 
title to which he had subscribed years and years 
ago was almost cyclopaedic. He told with grea 
gusto of the dropping off of his companions in 
the venture, which included one lost at 
several because of fatal accidents and, of course 
the majority, because of the many diseases to 
which mortals are addicted. Once, he told me, 
Mr. Y, when in his roaring sixties, nearly suc- 
cumbed to a bad attack of pneumonia. But the 
boy rallied and since that time had given Mr. 
X little cause for hope. “But he’s pretty feeble.” 
said Mr. X cheerfully. 


sea, 
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OW that the presidential campaign is over 
(Phew!) perhaps we can speak about the 
poor farmer without becoming embroiled in the 
hopelessly entangled meshes of a political argu- 
ment. As the smoke of the battle rolls up and 
away from the field and merges with the pale 
clouds of campaign issues which will not gather, 
brew and storm again until 1932, the fire in- 
surance underwriter can clear his mind of such 
confusing concepts as McNary-Haugenism, ex- 
portable surpluses and co-operative marketing 
and buckle down to his own familiar farm 
problem which, unfortunately, may not be 
solved by either a phrase or a referendum. 
x * 
F course, for a majority of the fire insur- 
ance companies there is no farm prob- 
lem, technically speaking. They have disposed 
of the matter by the simple process of ignoring 
it. But after all, that’s disposition, not solu- 
tion. If your appendix is bothering you, the 
condition may be relieved by freezing but the 
chances are that the ailment will return and 
an operation be found necessary. 
* * x 


OW it isn’t sensible to berate the stock 

carriers for clearing out of a field which 
proved to be uniformly and almost disastrously 
unprofitable. Fire insurance is not a charit- 
able institution. It is, however, what I think 
we might term a quasi-public institution inas- 
much as it is a great public servant and under 
a moral obligation to extend its benefits to what- 
ever reaches are possible. By possible, I mean 
modestly profitable. It seems quite plausible to 
suggest that adequate fire insurance would do 
as much as, and more, towards helping the 
plight of the farmer than any of the panaceas 
promulgated by panicky politicians. But then, 
hadn’t the fire insurance companies better wait 
until the farmers have acquired a little more 
financial stability? Let’s see now, which comes 
first, the chicken or the egg? 

x ok x 

PEAKING of chickens reminds me of that 

gentleman of color who was condemned to 
death. His lawyers and friends having ex- 
hausted all the legal dodges, he was told, just 
one week before the execution, that his sole re- 
course was a personal plea to the governor. 
Accordingly, he sat down in his cell’ Saturday 
night and began to write his request for a 
pardon. He worked day and night over the mes- 
sage, refusing to see any visitors and complain- 
ing vehemently about the slightest distraction 
to his literary labors. Sunday, Monday and 
Tuesday passed, all devoted exclusively to the 
careful composition of the letter. On the fifth 
day it was finished. It read as follows: 

“Dear Governor: They’s going to hang me 
Saturday. Here ’tis Wednesday.” 
* * * 

A ND the point in telling that story is—here 
4 4 ’tis the end of the column. 
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THE MOST NOTEWORTY COMBINA- 
TION IN FIRE INSURANCE HISTORY 
ieee fire insurance world received a 

real thrill late last week when an- 
nouncement was made of the news that 
the Home Insurance Company of New 
York had secured control of the National 
Liberty Insurance Company and_ the 
companies affiliated with it. The financial 
and underwriting progress made by these 
two great groups of fire insurance com- 
panies has been a subject of wide dis- 
cussion for more than a year past. The 
group headed by the National Liberty In- 
surance Company, which came under the 
management of the Financial and Indus- 
trial Securities Corporation some three 
years or more ago, has made remarkable 
progress in both branches, and its assets 
in that time have increased by leaps and 
bounds. Something of the nature of this 
growth may be realized from the fact 
that the capitalization of the National 
Liberty has ‘been increased from $1,500,- 
000 to $10,000,000 within the past year 
alone. Of this additional money all but 
$500,000 was in the form of stock divi- 
dends, still leaving the company with an 
ample surplus. Other companies in the 
National Liberty group have also fared 
well. 

Another interesting method of indicat- 
ing the financial strength of the National 
Liberty and the public interest in it is 
shown by the tremendous increase in the 
market value of its stock. As of Febru- 
ary 15, 1928, The Spectator Company 


published the first annual edition of The 
Insurance Stock Chart. At that time Na- 
tional Liberty was quoted at $212 a share. 
Assuming a purchase at that time and also 
assuming that the buyer exercised his 
rights in the subsequent capital increase, 
he would realize, at the price paid by 
the Home, a profit of $88 per original 
share. In addition to this the dividend 
rate for the current year was 65 per cent. 

The Home Insurance Company has 
been adding to its underwriting strength 
for some years through a unique method. 
The company itself invests no money in 
stocks of other fire companies, nor until 
recently has there been any holding cor- 
poration. The group which it heads has 
been developed mainly by the officers and 
directors acquiring in their own names 
controlling interests in companies to be 
affiliated. Recently the Home Fire Securi- 
ties Corporation was organized, the stock 
being distributed to stockholders of the 
Home Insurance Company at $15 per 
share. Thirty days later it was quoted 
at $45 per share. The success of the 
Home management is further indicated 
by the fact that shortly before the Home 
this year took over the management of the 
Georgia Home Insurance Company its 
stock sold at $90 per share. It sold at 
$275 a share when the Home took it over, 
and sold last week at over $400 per share. 

When the Home took over the man- 
agement of the Halifax Fire Insurance 
Company, the stock of that company was 
selling at $20 a share, and rose promptly 
to $35 per share. 

The market responded Thursday to 
early intimations of the combination. 
Home Insurance, which had been quoted 
earlier in the week at 550 bid, 560 asked, 
went to 620 bid, 640 asked. National 
Liberty went from 131 bid, 133 asked, to 
136 bid, 140 asked. 


The consolidation of these two groups 
places the Home Insurance group at the 
head of the list in the fire insurance 
world, although there are one or two 
other groups that are within reaching 
distance. It is unquestionably one of the 
most important transactions ever consum- 
mated within the business of fire insur- 
ance. Its successful cosummation is 
tribute to the energy, ability and vision of 
President Charles L. Tyner and Vice- 
President Wilfred Kurth, of the Home 
Insurance Company. 


- 
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LIFE INSURANCE IN THE SOUTH 
N a letter to President Coolidge dated 
October 25 President Julian S. My- 
rick, president of the New York State 
Life Underwriters Association, presents 
for the attention of the Chief Executive 
some interesting information concerning 
the extraordinary progress which has ° 
been made by the South since 1900 in the 
business of life insurance. Ile wrote that 
he regarded President Coolidge’s address 
made in dedicating the Fredericksburg 
and Spottsylvania County Battle Fields 
Memorial as one of the most impressive 
and valuable speeches which he has made 
since he became President, and that as a 
result he had made it a point to read 
every one of his public utterances, going 
right back to the time when he was Gov- 
ernor of Massachusetts. 


He added that he would like to be per- 
mitted to call attention to one item which 
the President has overlooked, because of 
shortness of time or fear of drawing out 
data too extensively—the program of life 
insurance in the South in the past twenty- 
eight years. 


He well says that the data is mcst strik- 
ing as it reaches the very roots of pros- 
perity and illustrates what has been done 
by Southerners in protecting their homes, 
old age, industry and business through 
the institution of life insurance as com- 
pared with the balance of the Nation. 


Using the figures from the life volume 
of The Insurance Year Book which is 
published by The Spectator Company, 
he shows that in 1900 new life insurance 
written in the Southern States was $258,- 
417,508, while during 1927 the new life 
insurance written was $3,417,511,607, an 
increase of 1223 per cent. Life insur- 
ance outstanding in 1900 in these same 
States was $988,285,917. At the close 
of 1927 it was $12,761,787,613, an in- 
crease of IIQI per cent. 

Mr. Myrick asserts that there is no 
greater stabilizer in the development of 
the economic protection of the country 
than that furnished by the life insurance 
payments for death claims, dividends and 
maturing endowments. No one will deny 
the truth of that. And we are glad to 
echo his statement that it is splendid to 
see the South taking such a large part in 
the sum total of the national progress and 
wealth. 
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FLORIDA MERGER CONSUMMATED 
Sumter L. Lowry, Jr., Elected Chairman of 
New Gulf Life 


The merger of the Victory National Life In- 
surance Company of Tampa, with the Gulf Life 
Insurance Company of Jacksonville, which was 
noted in THE Spectator of last week, results 
in a new company to be known as the Gulf Life 
Insurance Company which will maintain offices 
in Tampa and Jacksonville. Its capital and 
surplus total $600,000, assets aggregate more 
than $1,000,000 and the annual income from 210,- 
000 policies, representing insurance in force of 
$35,000,000, is $1,400,000. 

Colonel Sumter L. Lowry, Jr., president of 
the Victory National Life, was elected chair- 
man of the board of directors, and T. T. Phil- 
lips of Jacksonville, president of the Gulf Life, 
is president of the new corporation. Other 
officers are: L. A. Bize, Tampa; S. Kendrick 
Guernsey, Orlando; L. J. Larzelere, Jackson- 
ville; H. T. Lykes, Charles G. Mullen and 
Jerome Waterman, Tampa, vice-presidents; H. 
T. Parker, Jacksonville, secretary; E. L. Phil- 
lips, Jacksonville, treasurer; M. S. Niehaus, 
Tampa, and G. A. Rushing, Jacksonville. assist- 
ant secretaries. The directorates of the two 
companies were combined. The industrial of- 
fices will be maintained in Jacksonville and the 
ordinary insurance offices will be established in 
Tampa. Every form of life insurance will be 
written at all ages from one month to 65 years 
by a combined agency force of 350 men cover- 
ing every section of Florida. 


Bankers National of Denver Moves to 
Kansas City 

Kansas City, Mo., November 3.—Kansas 
City, Missouri has become the home of the 
Bankers National Life Insurance Company, for- 
merly located in Denver, and has opened its 
home office on the third floor of the Congress 
Building, 3525 Broadway. Ralph R. Lounsbury, 
president of the company, recently announced 
the appointment of prominent Kansas City men 
on committees effecting the future development 
of the company. Conrad H. Mann has been 
made chairman of the executive committee, with 
Mr. Lounsbury, Lou E. Holland, Arthur Hard- 
grave and W. B. Chambers included in the 
membership of this committee. J. G. Hughes 
was appointed chairman of the investment com- 
mittee, with Carl Weil and the members of the 
executive committee making up the personnel 
of this committee. 


W. F. Grantges a Benedict 

St. Lours, Mo., November 3.—Dr. and Mrs. 
Francis Eugene Rehan of St. Louis, Mo., have 
announced the marriage of their daughter, Hen- 
rietta Geraldine to William F. Grantges, also 
of St. Louis, will take place the morning of 
Wednesday, November 7, at the Church of St. 
Roch. Mr. Grantges is now director of agen- 
cies for the Northwestern National Life Insur- 
ance Company of Minneapolis, Minn. For sev- 
eral years he was vice-president and general 
manager for the International Life Insurance 
Company. 





Commercial Life Suit Settled 

ToreKA, Kans., October 30.—According to 
word received here approximately 75 per cent 
of the stock of the Commercial Life Insurance 
Company of Kansas City was sold yesterday to 
officers and directors of the Union National 
Life Insurance Company also of Kansas City 
as the end of the litigation which has involved 
a one and one-half million dollar damage suit 
and a suit to prevent the sale of the Commer- 
cial company. 

Fred Robertson, attorney of Kansas City, 
Kans., and D. E. Dunne, bond broker of Wich- 
ita, Kans., held a large block of the stock of 
the Commercial. They brought suit to pre- 
vent a sale of the company to a St. Paul con- 
cern. This case was called for trial three weeks 


ago before Judge Albert L. Reeves in Federal 
court when Mr. Robertson and Mr. Dunne were 
served with notices they had been sued by the 
insurance company and by Mr. Uehling for 
one and one-half million dollars on the grounds 
they had injured the good name of the com- 
pany and its president. 

The injunction suit trial went on and at the 
conclusion Judge Reeves suggested it would be 
better to adjust all matters out of court. As a 
result the litigants arrived at a_ settlement 
whereby the damage suit and injunction suit 
were dismissed and Robertson and Dunne sold 
their stock. This and some other stock of the 
company was purchased by the officers and di- 
rectors of the Union National Life. 
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Today, Nylic Agents are enabled to ob- 
tain insurance for approximately three 
out of every five clients who other- 


NEW YORK LIFE INSURANCE 


Pioneering 


Progress always requires pioneering. 
steps, must lead in the exploring of new fields, must ‘‘go before and 
remove obstacles for those who follow.” 


Someone must take the first 


In order to fulfi! its obligation to humaniy, life insurance must seek 
new ways of service, in addition to extending the old. And so it 
must have pioneers. The New York Life has always recognized this 


Many years ago this Company undertook to pioneer in the field of 


After a long and intensive study of declined cases, it found that spe- 
cial rates could be calculated, permitting, with safety, the acceptance 
of many risks which previously had been rejected. 


On July 1, 1896, the Company issued its first sub-standard policy. 
Since then, the writing of insurance on impaired lives has been a part 
of the New York Life’s regular service to the public, and has grad- 
ually been adopted by a majority 
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URGES CARE IN WRITING 
DISABILITY 


Arthur Coburn Finds Many Disturb- 
ing Elements 








RESERVE INADEQUACY SUGGESTED 





President of American Institute of Actu- 
aries Discusses Important Problem at 
Fall Meeting of Organization 
Speaking at the fall meeting of the Amer- 
ican Institute of Actuaries, Arthur Coburn, 
president of the organization, discussed at con- 
siderable length the problems which companies 
face in the development of disability insurance. 
The Institute met at the Edgewater Beach 
Hotel, Chicago, on Thursday and Friday of last 

week. 

President Coburn urged a thorough investiga- 
tion of rates and reserves for disability insur- 
ance by the actuaries. He referred to the seri- 
ous consequences of charging inadequate rates 
saying : 

“When such a condition prevails it seems 
quite clear that the statutory disability reserve 
gives no real measure of the disability liability, 
but has this fact been fully appreciated? A 
more accurate measure may be obtained by put- 
ting down on the one hand the present value of 
future disability benefits basing this present 
value on the best estimate that can be made 
of what the disability payments will be, in- 
cluding a proper allowance for the investiga- 
tion and settlement of disability claims and 
deducting on the other hand the present value 
of future disability premiums after allowing for 
the cost of collection.” 

The reserves on female risks are also open 
to criticism, according to Mr. Coburn, who finds 
the rates of disability for women twice the 
corresponding rates for men and that, “in most 
cases adequate provision for this excess rate has 
not been made in fixing disability premium 
rates for female risks.” 

He made some pertinent sugestions as to se- 
lection of disability risks, saying: 

In selecting applicants for disability the most 
important consideration is the character of the 
applicant. To what extent does your applicant 
subscribe to Roosevelt’s doctrine of the square 
deal? Your applicant’s family life may give 
valuable information on that. What has his 
business career been? Did he achieve success 
by being tricky? If so, he may. be equally suc- 
cessful with you when he presents a disability 
claim. Whenever you are in doubt picture your 
applicant a disability claimant and ask your- 
self if he will be as fair to you as you want to 
be to him. 

What are we to do with the man who is stand- 
ard for life insurance but.is not standard for 
disability? Asa matter of fact many of these 
men are being issued disability at the standard 
rate of premium. For example, many companies 
are too lenient with the young lightweight. The 
situation, however, is not an easy one to handle 


for the complete denial of disability in a large 
proportion of cases is unsettling to the agency 
organization. General adoption of the practice 
of charging a multiple of the normal disability 
rate commensurate with the increased risk of 
disability may: prove a practical solution of this 
difficulty. 

It is necessary for the medical examiner to 
secure as full details as possible of accidents or 
illnesses from which the applicant has suffered. 
Such histories have an important bearing on 
the underwriting of the disability benefit. 

In view of the established viewpoint that the 
medical examination for disability should be 
more searching than is necessary for life insur- 
ance it is not surprising that the disability 
experience so far reported on non-medical busi- 
ness in the United States and Canada has been 
higher than the corresponding experience on 
medical business. Indeed, in Europe where non- 
medical has been written for a long period the 
expectation of some such result has been rec- 
ognized in that in some countries a long wait- 
ing period from commencement of insurance on 
non-medical disability is required; for example, 
in Finland this is two years. 

The principle that the larger the income the 
greater should be the margin between the dis- 
ability coverage and that income is now widely 
recognized. The view that men with earned 
incomes of $10,000 and over should not receive 
disability coverage of more than 50 per cent 
of their earned income is securing acceptance 
among the more conservative companies. It is 
just as important to attempt to make an esti- 
mate of what the applicant’s income is likely 
to be when a claim is presented and let that 
estimate govern the total amount of disability 
income you now grant. However. large an ap- 
plicant’s income is disability coverage of more 
than $500 a month should be granted with great 
caution and in my opinion $1000 a month of 
total disability coverage should never be ex- 
ceeded. In passing I may say that my attention 
has been called to two recent cases of men who 
were able to accumulate $3000 a month of dis- 
ability coverage in all companies combined. I 
think that some discussion of this phase would 
be useful. : 

Cases arise in practice where the information 
developed from the usual channels leaves you 
in such doubt as to the applicant’s income that 
you cannot act on the case with any degree of 
certainty. In such cases do not overlook the 
applicant himself as a reliable source of in- 
formation as to his earning capacity. If -you 
convince him of the necessity of this informa- 
tion for the protection of the honest policyhold- 
ers of the company he will in most cases be 
willing to co-operate with you. 

Speaking on the trend of disability rates Mr. 
Coburn opined that it would be a happy cir- 
cumstance if further investigations should show 
no further upward trend in the rate of disability. 
He seemed doubtful of this happening, however. 
In his concluding paragraphs he said: 

Unlike life insurance disability insurance pro- 
vides an indemnity that may not be payable. 
Where such a. contingency‘ is insured against 
the reserves accumulated on the aggregate of 
policies do not apply to the individual policy 
in the way that the reserves accumulated on 
life insurance do apply to the individual. The 
life insurance companies have recognized this 
principle and do not allow cash values for dis- 
ability benefits. The reserves set free in this 

(Concluded on page 40) 
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ACTUARIES’ SESSION 


Institute Meets in Chicago for Semi- 
Annual Session 








INTEREST IN JUVENILE INSURANCE 





Arthur Coburn, in Presidential Address, 
Discusses Disability Insurance 


Cutcaco, Itt., November 3.—With the an- 
nouncement of a contest having a prize of $100 
for the best paper on any actuarial subject writ- 
ten before 1932, the American Institute of Ac- 
tuaries closed its semi-annual convention here 
last week. The contest will be open to any 
ian who has been an associate by examination 
of the institute or any other recognized actu- 
arial body for not more than seven years, it 
was said. 

The annual meeting will be held in June, the 
place to be selected by the executive commit- 
tee. 

The meeting this week was held for discus- 
sion of papers formally presented at the Des 
Moines convention in June. The only paper 
presented at this meeting was the address of 
President Arthur Coburn, whose discussion of 
Disability Insurance ‘is fully summarized else- 
where in these pages. 

One of the most interesting discussions fol- 
lowed presentation of the subject of juvenile 
insurance. More companies not currently writ- 
ing the coverage are considering it today than 
at any other time in life insurance history, it 
was declared, because greater need and desire 
for such insurance is being discerned. It was 
pointed out that the by-products of juvenile in- 
surance are alone sufficient inducement to a 
company to begin writing the line. It pre- 
sents no outstanding actuarial problems, it was 
said. 

Retirement funds for life insurance company 
employees were discussed and it was the con- 
sensus that to be attractive to employees such 
funds should be co-operative between the com- 
pany and the employee. The subject was dis- 
cussed by representatives of companies having 
and not having such plans. 


It also developed that many more actuaries 
today accept the soundness of the American 
Men Table of Mortality as a basis for valuation 
and premium calculation than accepted it when 
the table was published in 1919. However, the 
principal deterrent to its general acceptance and 
use is that the States vary so much in their laws 
affecting valuation cases, it was said. Most 
of them still hold the American Experience 
Table of Mortality as. the. only basis on which 
rates and valuations may be computed. 

“Relation of Expense to the Growth of a 
Company” was another subject that evoked in- 
terest and much discussion, but no final con- 
clusions were offered. It is a theory that unit 


fe 





Thursday 


THE SPECTATOR 











NOW READY 


THE INSURANCE YEAR BOOK 


SERVICE tor 1928—1929 


FIFTY-SIXTH ANNUAL ISSUE 
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costs decrease as size of company increases, and 
to test the theory a study of unit costs over a 
long period of years was made among a group 
of companies whose growth was typical. How- 
ever because the period of economic stress oc- 
casioned by the World War fell within the study 
years, it is believed by many that the data as- 
sembled are not a safe measure of the relation 
of costs to company growth. 

In this discussion M. Albert Linton, vice- 
president of the Provident Mutual Life, pointed 
out that in the national co-operative advertising 
campaign report presented earlier in the week 
at the joint convention of the Life Agency Of- 
ficers and Life Insurance Sales Research Bu- 
reau, it was concluded that, although the cam- 
paign miight of itself adversely affect the unit 
cost of insurance, it is likely that the greater 
volume of business and the larger unit of poli- 
cies derived directly from such a campaign 
would equalize the difference, if it did not ac- 
tually result in lowered costs. 

President Coburn, who presided at the meet- 
ings, in his address stressed the importance of 
sound administration in the disability field to 
make the line a success. 

“I would like to see a thorough discussion 
here of the serious consequences of charging 
inadequate disability rates,” he said. “When 
such a condition prevails it seems quite clear 
that the statutory disability reserve gives no 
real measure of the disability liability, but has 
this fact been fully appreciated? A more ac- 
curate measure may be obtained by putting 
down on the one hand the present value of fu- 
ture disability benefits basing this present value 
on the best estimate that can be made of what 
the disability payments will be, including a 
proper allowance for the investigation and 
settlement of disability claims, and deducting on 
the other hand the present value of future dis- 
ability premiums after allowing for the cost of 
collection.” 

He declared that the character of the appli- 
cant for disability is the most important consid- 
eration. He also pointed out that it is necessary 
for the medical examiner to secure as full de- 
tails as possible of accidents or illnesses from 
which the applicant has suffered. “Such his- 
tories have an important bearing on the under- 
writing of the disability benefit,” he said. 

“The conception of disability insurance in this 
country is an evidence of the imagination of our 
actuaries. Its development has rendered a re- 


markable service to the home, few in number, 
but heavily stricken by the calamity of disability. 
In placing the business on a self-supporting 
and profitable basis there exists an opportunity 
to demonstrate the business ability of actuaries.” 


BANKERS NATIONAL LIFE RECORD 


New Jersey Company Writes $10,506,206 
in First Year 


The first year of Bankers National Life In- 
surance Company of New Jersey closed No- 
vember 3. The first policy was written on 
November 4, 1927, and final figures show a total 
of business in force amounting to $10,506,206, 
representing eight thousand policyholders. As 
far as can be traced this record appears to have 
never before been equaled or surpassed. Total 
outstanding business to date is thirteen million 





R. R. Lounssury 


dollars. Starting in virgin territory with but 
a home office nucleus, the Bankers National 
Life Insurance Company of New Jersey: have 
established representation in eighteen States 
and agency plants operating in fifteen, a total 
representation of over 300 agents. 

This remarkable showing is confined almost 
exclusively to ordinary business—the company 
not writing any industrial business—with a 
comparatively small amount of group and spe- 
cial “borrowers’ protection” insurance. The 
major part of the business written is on the 


ordinary or straight life basis and long-term 
endowment. A special contract with flexible 
features known as “modernized systematic sav- 
ings” plan has been one of the most attractive 
contracts with a very large resultant sale. The 
average sized policy (ordinary only) is over 
$3400, which also is very favorable. 


The company is in the very capable hands of 
leading executives well grounded in life insur- 
ance and well known in the financial world. 
Its president, the Hon. Judge Richard H. Lee, 
is an attorney of renown, a well-known financier 
and former leading advertising man, and is also 
chairman of the finance committee. R. R. 
Lounsbury, executive vice-president and one of 
the founders of this company, as well as Dank- 
ers National Life of Jacksonville, is also presi- 
dent of the two last named companies. 


Mr. Lounsbury, directly in charge of all com- 
panies, also organizing and supervising the field 
forces, is ably assisted by his assistant super- 
intendent of agencies, George Ramee, a former 
Mutual Life of New York representative and 
experienced New York city life insurance man. 
Col. H. G. Austin, vice-president and agency 
head in charge of the Chicago branch office, 
formerly president of Old Colony Life of Chi- 
cago is another able assistant to the fast-grow- 
ing company. They also have another experi- 
enced hand in the State of Michigan, F. F. 
McGinnis, former president of Agricultural 
Life and acting in the capacity of superinten- 
dent of agents of the Western division. The 
treasurer of the company, J. M. Webb, of many 
years’ experience with Connecticut Mutual Life, 
has contributed greatly to the upbuilding of this 
company and Has aided in practicing the policy 
of whole-hearted understanding of the field 
man’s problems. S. H. Williams represents 
the company as Southern: supervisor as does 
Hugh Branson, located at Colitnbus, Ohio, both 
of whom are doing theit patt in establishing 
and organizing their: field: forces, which are ex- 
pected to be of considerable magnitude before 
another year is: over. 

The three companies of the Bankers National 
group show a very rapid‘ growth and have in- 
creased the total’ business itt force from $17,- 
250,000 at the opening of 1928 to a total of 
over $35,000,000 to date. The Denver com- 
pany had im force as of October 31, 1928, $14,- 
372,000 Jacksonvilfe total im force ending Oc- 
tober 27, 1928, $11,157,000. 
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W. T. Grant, Business Mens Assurance; and 
J. J. Harrison, Home Life of Arkansas. 
EnporsE ADVERTISING PLAN 

Because the men were sitting as the Sales 
Research Bureau when the advertising report 
was presented on Tuesday, a resolution, pre- 
sented by Mr. Moore of the Pacific Mutual, 
favoring the campaign and pledging the sup- 
port of the agency officers was adopted unan- 
imously on the closing day when the body was 
sitting as the Agency Officers. The resolution 
asks the Research Bureau officers and the 
special advertising committee of that body to 
not only sound out the individual companies as 
to their willingness to participate, but also to 
take the matter up with other life insurance 
organizaions, such as the Association of Life 
Insurance Presidents and the American Life 
Convention. 

On the third day some of the discussions laid 
over from the preceding day were heard, to- 
gether with the programmed third day’s discus- 
sions under the headings “Training Managers 
and General Agents” and “Supervising Man- 
agers and General Agents.” Isaac Miller Hamil- 
ton, president of the Federal Life, and one 
of the founders, was introduced. In a brief 
talk he explained that illness has prevented his 
being present at the last three meetings of the 
organizations. Clarence Ayres, president of 
the American Life convention and of the Amer- 
ican Life of Detroit, also was introduced. In 
acknowledging the introduction he said that 
“since the greater number of men in the life 
insurance business are in the agency depart- 
ment, that department is the most important in 
all of life insurance activity.’ Vice-Chairman 
Frank H. Sykes of the officers’ association pre- 
sided. 

Formal discussion of the subject “Selecting 
Managers and General Agents,” laid over from 
the day preceding, was started by O. B. Jack- 
man, superintendent of agents of the Bankers 
Life of Iowa. Mr. Jackman said his company 
looks for men between the ages of 30 and 50 
when it seeks managerial material, and looks 
for men who have demonstrated their ability to 
sell life insurance by selling it. The men now 
under contract with the company have been 
drawn from all lines of business and industry. 
New men in the managerial ranks are taken 
to the company’s home office that they may be 
given the company attitude toward field prob- 
lems, especially those that a manager must solve. 
After the home office training course, each 
new manager works in the field for about a 
month with ar: assistant agency superintendent. 
Thereafter he is on his own. 

A. N. Mitchell, assistant general manager of 
the Canada Life, spoke on the subject of select- 
ing managers. He said that all of his com- 
pany’s 35 managers had had life insurance sell- 
ing experience with the Canada Life or some 
other company before they became Canada Life 
managers, and that 43 per cent of them had had 


Agency 


Officers 


(Concluded from page 3) 


nothing but life insurance experience. Person- 
nel turnover in the managerial department is 
small with his company, Mr. Mitchell explained. 
Each new manager is instructed at the home 
office in home office methods before he is sent 
into the field. 

Many representatives of the smaller com- 
panies questioned Mr. Mitchell on details of ob- 
taining and training managers. A point empha- 
sized by these questions and those asked other 
speakers is that man-finding methods vary con- 
siderably from company to company but that 
each company’s experience is an affirmative 
answer to the question, “Does it work?” 

Under the head of training managers, Charles 
L. Sykes, field service manager of the Mutual 


Benefit Life, explained in detail how his com- 


pany searches among its general agents to dis- 
cover those who show capacity for eventually 
assuming greater responsibility than that of a 
general agent. The new general agents and 
some of the old ones are sent in a group to 
the home office from time to time for a course 
of instruction, which covers every phase of the 
company’s operation. 

A statistico-biographical study of Northwest- 
ern Mutual general agents was presented by W. 
R. Chapman, assistant superintendent of agents 
for the company. The carrier has 98 general 
agents under contract. Some facts about them 
are: Only one of them started with the com- 
pany at over age 40; three-eighths of them 
started at under age 25; a like number started 
at over age 30; the average entry age of the 
men into the business was 27; all but one of 
the 98 came from the company’s own ranks 
at the time of appointment as general agent; 
currently, the larger number of the general 
agents are between the ages 54 to 67. Six of 
the men are over 70. 

One feature of the Northwestern Mutual’s 
procedure is that the company tries to fit the 
general agent to the field, instead of conversely. 


Another feature is that in every year the com- 


pany obtains 9914 per cent of its business from 
its own agents. The remainder is what Mr. 
Chapman termed “legitimate excess.” 

T. B. Blocker of the Travelers substituted 
for D. J. Bloxham of that company in present- 
ing a paper on selecting and training managers. 
The paper was a detailed analysis of the steps 
taken by and for each new man. It resulted 
in considerable questioning from the floor. 
Laughter from the audience and the correct an- 
swer from Mr. Blocker followed the question 
of one of the delegates, “What do you do in 
the event a man after taking all of this pre- 
liminary training decides to cast his lot with 
another company?” Mr. Blocker said that 
although he cannot conceive of such an event’s 
occurring in practice, if it did the manager’s 
contract of course would be terminated. 

A little man with a big personality and a 
sunny but forceful method of presenting facts 
is J. J. Harrison of the Home Life of Arkan- 
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Sessions 


sas. He laid down for the consideration of the 
newer companies some sound precepts, among 
which were: “Our company accepts the prin- 
ciple of building from within. Don’t make a 
fetish of previous life insurance experience. 
Don’t be too much swayed by personal prefer- 
ence in selecting new managers. Select for a 
manager a man who has demonstrated capacity 
for managing his own affairs successfully.” 

Then came the fun. The next speaker was 
Walter T. O’Donohue, vice-president of the 
Jefferson Standard Life, who evoked a long 
and loud laugh with his refreshingly frank 
statement that his company “Gets managers and 
general agents principally from very good com- 
panies that have carefully trained them.” Pro- 
ceeding, he said his company has had “disastrous 
experience” with men who have had no previous 
life insurance experience. “It is unfair to any 
man to ask him to do two large jobs at once— 
to ask him to learn insurance and learn to be 
a life insurance agency manager.” He ex- 
plained that his company began on the general 
agency basis and later switched to the man- 
agerial plan of operating. In conclusion Mr. 
O’Donohue said that one error all life insur- 
ance companies make is that of keeping a man 
on after he has proved himself a failure. 


ADVERTISING PLAN DiscuSSED 

At the luncheon, the advertising plan again 
was a major topic. Even though majority 
sentiment in all the meetings was for the plan, 
it was discussed in and out of meeting, and 
largely for the reason that few of those pres- 
ent had authority either to commit their com- 
panies to the plan or set them in opposition 
to it. 

Walter T. Sheppard, vice-president of the 
Lincoln National Life, opened the afternoon ses- 
sion with a paper to the subject “Supervising 
Managers and General Agents,” in which he 
analyzed for his hearers the agency set-up of 
his company and then told what is done for the 
agency head who makes consistent decreases. 
Mr. Sheppard said the home office provides 
assistance for such agency heads in the form 
of demonstration and advice and maintains an 
agency correspondent to work with them. 


7ETNA Lire’s NEw PLAN 

The next speaker, Vice-President K. A. 
Luther of the 7tna Life, said: “In my opin- 
ion too many general agents spend too much 
time in handling routine office detail and not 
enough to recruiting and training agents. We 
discourage general agents from writing busi- 
ness personally.” Mr. Luther said that be- 
ginning with the new year his company will 
divide the United States and Canada into six 
divisions and will assign men to travel these 
divisions to assist agency heads with their prob- 
lems. The men to do this work have been re- 
cruited from the company’s ranks, All but 
one of them has a university degree. He 
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No Supermen Here! 


The Peoria Life is emphatically and unalterably of the 
belief that its eight hundred agents will compare favorably 
with any similar body of men and women engaged in the 
business of life insurance. We do not, however, let our- 
selves be misled by this belief into the assumption that they 
are supermen, beyond all need or desire for earthly assist- 
ance. 


We know that our agents are capable and energetic, but 
they are also human. We do not take for granted that 
they will design their own programs, furnish their own in- 
spiration, and solve all their own problems without help or 
encouragement. Even the veteran with a long successful 
record has an occasional blue day, when the knowledge of 
his Company's support and cooperation is a great satisfac- 
tion. 

The activity of each Peoria Life agent is constantly 
stimulated by interesting and worth-while incentives. Every 
resource of the Company is at his disposal. He knows that 
his Company is sincerely concerned in his individual suc- 
cess. The Peoria Life and its agents are partners in busi- 
ness, and it prospers because it works with them, serves 
them, helps them make good. 


Peoria Life Insurance Co. 


Peoria, Illinois 























THE APPLETON LIBRARY ON 


LIFE INSURANCE 
ITS ECONOMIC AND SOCIAL RELATIONS 


Edited by 
SOLOMON S. HUEBNER, Professor of Insurance and 
Commerce, Wharton School of Finance and Commerce 


THE ECONOMICS OF LIFE INSURANCE [Now ready] 


By Solomon S. Huebner. Explains the creative functions of life insura nce 
to the premium-payer and the application of its economic principles to 
business and family affairs. 


WILLS, TRUSTS AND ESTATES [In press] 


By James L. Madden. Contains information not only serviceable to life 
underwriters and ther clients, but of value to banks, trust compan es 
and legal advisers. 


TAXATION [Now ready] 


By Harry J. Loman. A valuable work for insurance officials, accountants, 
teachers and students; also to those selling lifeinsurance for tax purposes 


SAVING, CREDIT AND INVESTMENT [In press] 


By S. S. Huebner and James L. Madden. This volume will be found of 
service by lawyers, bankers and trustees, as well as by life insurance official? 
and salesmen, 


THE LAW OF SALESMANSHIP [Now ready] 


By E. Paul Huttinger. Covers the more important court decisions dealing 
with the subject of agency, presented in a non-technical way. 


EDUCATION AND PHILANTHROPY [In press] 


By John Alford Stevenson. Those interested in social work and phi lan- 
thropies can obtain helpful information and ideas from this book. 


THE SOCIOLOGY OF LIFE INSURANCE [In press! 


By nese A. Woods. Explains the bearing of life insurance on that 
important division of social science dealing with social progress. 


PRICE, each volume, $2.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 























Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


y 
C. H. HARBAUGH, M. D. 
Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I—ACCIDENTS PROMINENT. SIGNS AND 


INFORMATION SYMPTOM: 
PROMINENT SIGNS AND TOTAL meaamsnere AND 
SYMPTOMS HOUSE CONFINEMENT 


TOTAL DISABILITY BUT 
NON-HQUSE CONFINEMENT 


TOTAL DISABILITY IRRE- 


TOTAL DISABILITY 
PARTIAL DISABILITY 
PROGNOSIS 





ADJUSTMENT laaeauer” HOUSE CON- 
EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 
SECTION I11 
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This section takes up the different mineral and 
that are taken intentionally or by mistake, giving a brief dosstignion 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
house confinement exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 


Tue ApjustER’s MANUAL is invaluable to those settling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 
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said that none of the men will be promoted in 
less than two years, and if any one of them 
does not merit promotion within four years his 
services will be terminated. In conclusion he 
said that the company does not attempt to man- 
age its general agents from the home office; 
each of them is expected to be able to do his 
own managing. 

John Marshall Holcombe here announced that 
the Bureau has a large amount of material on 
training available which will be distributed to 
the membership in a few days. 

Following this announcement W. T. Grant, 
president of the Business Mens Assurance, pre- 
sented a motion of thanks for those who planned 
and appeared on the program and for the com- 
panies supporting the Research Bureau. The 
vote was unanimously affirmative. 

The last speaker of the convention was W. J. 
Donald, managing director of the American 
Management Association. He took for his sub- 
ject, “Developing Field Managerial Personnel,” 
and in opening said, “Life insurance has con- 
tributed most to this subject.” He referred ap- 
provingly to John A. Stevenson’s contribution 
to the literature of this subject, and continuing 
said that the agency executive has an easy job 
compared with the job of sales executive 
of a manufacturing establishment. He said the 
Sales Research Bureau through its work of 
gathering facts and more facts for its company 
members save time for agency executives and 
money for the companies they represent. He 
said in chonclusion that American business has 
abandoned sales training schools and has adopted 
in their stead sales training programs, which 
are not the same thing. 


ANALYZES MANAGERS 

One of the most valuable items on the pro- 
gram was the chart lecture given by H. G. 
Kenagy of the Research Bureau which gave 
in chart and graph form, the results of the 
very thorough investigation of managers and 
the reasons for their success or failure which 
was conducted by the Bureau several months 
ago. 

One chart indicated that managers of the 
larger agencies are the most successful, while 
the largest turnover is among managers of the 
smaller agencies. It was discussed that among 
agencies producing $5,000,000 or more annually, 
97.1 per cent of the managers or general agents 
were successful, 2.3 per cent were doubtful and 
.6 of one per cent were failures. In agencies 
from $2,000,000 to $5,000,000 annuaily, 90.7 per 
cent were successful, 6.1 per cent were doubt- 
ful and 3.2 per cent were failures. In agencies 
under $2,000,000 annually, only 57.1 per cent 
were successful, 19.6 per cent were doubtful 
and 23.3 per cent were failures. 

This chart also proved that the smaller agen- 
cies are the training grounds for managers and 
that they are either promoted to or build their 
agencies into larger producers. 

As to type of territory, 68.9 per cent of the 
managers in % strictly urban territory were suc- 
cessful, 12.18 per cent were doubtful and 18.3 
per cent were failures. In mixed urban and 

(Concluded on page 38) 





Sir Robert Borden Elected President of 
Crown Life Insurance Company of 
Canada 
Otrawa, Can., November 2.—The Right 
Hon. Sir Robert Borden was unanimously 
elected president of the Crown Life Insurance 
Company at a special meeting of the directors 
held at Toronto. Sir Robert was one of the 
first policyholders and shareholders of the com- 
pany and was a member of the original board 

from 1901 to 1907. 

Since his voluntary retirement from the pre- 
miership of Canada in 1920 Sir Robert has 
been devoting his time to his financial interests. 
He plans to take an active interest in the affairs 
of this company with which he was so early 
associated. 

It is interesting to note that in the twenty- 
one years since Sir Robert was formerly on 
the board of the company, the insurance in force 
has increased from $4,000,000, to over $102,000,- 
000, the company having joined the ranks of 
the larger insurance companies of Canada. The 
company intends erecting a new head office 
building in Toronto. 

The board of the Crown Life Insurance Com- 
pany as now constituted is as follows: Presi- 
dent, Right Hon. Sir Robert L. Borden; vice- 
president, C. W. Somers; general manager, H. 
R. Stephenson. 


New Iowa Life Company 

Des Mornes, Iowa, November 2.—Organiza- 
tion of the Mutual Old Line Insurance Com- 
pany, with headquarters in Des Moines, is an- 
nounced. It is an old line, legal reserve life 
company, issuing participating policies. 

The first officers and directors of the com- 
pany are: 

D. E. Allredge, president; F. L. Groesbeck, 
vice-president and counsel; M. E. Brackett, vice- 
president; Ward E. Hall, secretary; Fred A. 
Hermann, treasurer; Charles W. Dau, director ; 
Joe S. Green, director; Dr. Carl H. Carryer, 
director and assistant medical director, and Dr. 
F. E. Foulk, medical director. 

The company headquarters are at 211 Crocker 
building. It is a mutual company, organized 
under the compulsory deposit laws of the State. 
The company is now getting charter members. 
Much of the business will be written by mail. 


Fidelity Life Purchase 

BALTIMORE, Mp., November 5.—The Fidelity 
Life Insurance Company of America has pur- 
chased the building at Calvert and Preston 
streets for $17,000. The lot is 21 by 107.10 
feet and is improved by a four-story brick 
dwelling, which will be occupied by the insur- 
ance company, now located in the Morris Build- 


ing. 


Lorry Jacobs Honored 
Delegates to the Tenth District International 
Advertising Association Meeting at Wichita 
Falls, elected Lorry Jacobs, director of public 
relations for the Southland Life Insurance Com- 
pany of Dallas, vice-president of the Tenth 
District. Mr. Jacobs is a member of the In- 

surance Advertising Conference. 
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FEDERAL RESERVE LIFE ELECTIONS 
Massey Wilson Made Chairman, E. W. 
Merritt, Jr., Becomes President 
At a meeting of the directors of the Fed- 
eral Reserve Life Insurance Company, of Kan- 
sas City, Mo., Massey Wilson, who has been 
president, was made chairman of the board. 
His successor as president is E. W. Merritt, 

Jr., former first vice-president. 

Frank L. Travis, former Insurance Commis- 
sioner of Kansas, was elected first vice-presi- 
dent, and D. H. Holt, treasurer, was given the 
additional title of executive vice-president. Pro- 
vision was made for an additional assistant 
secretary, and J. J. Kalousek, of Kansas City, 
was elected to the post. 


HEADS ANCHOR LIFE 
Harry H. Rogers Made President of Tulsa 
Company 

Harry H. Rogers has been elected president 
of the Anchor Life Insurance Company of 
Tulsa, Okla. Mr. Rogers is president of the 
Exchange Bank of Oklahoma, which is one of 
the largest banking institutions of the South- 
west, having resources of approximately $35,- 
000,000. H.L. Standeven has been elected vice- 
president and E. W. Jacobs, treasurer. William 
Hargis Walker is general manager and vice- 
president and the other officers are: Earl 
Sneed, Alf. G. Heggem and Dr. T. A. Penney, 
vice-presidents; E. C. Klima, secretary; T. J. 
McComb, consulting actuary, and Dr. L. A. 
McComb, medical director. 


Death of Frank G. Ledder 

Frank G. Ledder, a 30-year veteran superin- 
tendent of the Western and Southern Life In- 
surance Company, of Cincinnati, died October 
29 on the steamer Columbus enroute from Swit- 
zerland to America. He was recently granted 
a leave of absence by the company due to ill 
health and took the European trip to regain 
his health. 

During his long service with the Western 
and Southern he was in charge of the Coving- 
ton and Newport, Ky., districts and the Cincin- 
nati West District. He was prominent in fra- 
ternal and civic circles in his home city. He 
is survived by his widow, one daughter, Mrs. 
Otto Champler of Toronto, Canada, and one 
son, Ralph Ledder, of Covington, Ky. 


McMahon & Associates Re- 

organized 

The general agency of Edward M. McMahon 
& Associates, Inc., New York, has been reor- 
ganized with F. Ellsworth Baker as president 
and William B. Shaw as vice-president. The 
company is now known as Baker-Shaw, Inc. 
It represents the National Life Insurance Com- 
pany of New York. 


Edward M. 


Charles S. Robbins Dead 
Charles S. Robbins, assistant cashier of the 
Travelers Insurance Company, Hartford, died 
last Saturday in that city. He was 66 years 
old and had been with the Travelers for 49 
years. 
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General Agents Wanted NEW YORK SAN FRANCISCO 


Profitable territories now available in Florida, Vir- MINNEAPOLIS RICHMOND 


ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 
ACCIDENT INSURANCE COMPANY Marsh & McLennan 


of Chattanooga, Tennessee 

















Life Accident Health Automobile Accident 
| a ‘ INSURANCE 
FIRE REINSURANCE TREATIES 
Eagle Fire Insurance Company Fire Liability Marine 


New Jersey 


Baltica Insurance Co., Ltd. 


nme 175 W. Jackson Blvd., Chicago 


Franklin W. Fort Thumas B. Donaldson 
18 Washington Place. Newark, N. J. 
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Desirable Territory Open for Gen- Winnipeg Detroit Duluth 
eral Agencies. Liberal Contracts. Pittsburgh Cleveland Buffalo 
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PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of eagneesn yr = ~ 7 — oo ee of 
= embrace the most valuable and standard treatises on these sub- FULL PROTECTION 
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Man and His Estate 


P. D. BAIN HENRY G. BARBEE MANY a man carries his entire estate with 


NORFOLK,VIRGINIA 





him. His ‘‘earning ability’’ represents a// he 


Chairman of the Board Presieent : 
is worth. 




















. HE knows any impairment to his estate is 
vital; hence agents find a profitable field for 


OMAHA LIFE INSURANCE Co. the sale of Commonwealth Sterling Income 


Policies, assuring a definite income in event 








Distinctive of accident or illness. 
Policies and Service | Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 
E. M. SEARLE, Jr., PRES. W. FREELAND KENDRICK Soames E. W. COOK 
Dodge at 15th Street Omaha, Nebraska President Vice-Pres, & Gen’! Mrr. 
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PUBLIC FIRE DEAL 


Newark Company to Manage States 
Security Fire of Baltimore 





WILL INCREASE CAPITAL 


Combine Gives Public Fire Connection 
With Mortgage Security Company of 
America With Many Loan Agents 

The Public Fire Insurance Company of New- 
ark has taken over the underwriting and finan- 
cial management of the States Security Fire 
Insurance Company of Baltimore. Men con- 
nected with the Mortgage Security Company of 
America, Norfolk, Va., are the controlling 
factors in the States Security which has a Mary- 
land charter but is not as yet in active opera- 
tion. Its capital and surplus will be increased 
to $500,000 each and it will be entéred in the 
various States in which the Public Fire is do- 
ing business. 

The Mortgage Security Company of Amer- 
ica has $50,000,000 in mortgages outstanding 
and has over 200 loan agents, many of whom 
are established insurance agents. The Public 
Fire expects to place the State Security Fire 
with these loan agents and also with the local 
representatives of other affiliated mortgage con- 
cerns having about $20,000,000 in outstanding 
mortgages, and it is thought that with the money 
lending facilities which the mortgage companies 
offer agents they will be able to secure a fair 
share of the insurance business of these agents 
in addition to the insurance protecting the prop- 
erties on which they make loans. 

The Public Fire only started writing last 
May but it already has entered 31 States and 
has appointed over 400 agents. Its net pre- 
mium writings amounted to $1,824,425 up to 
October 31. It was organized with a paid cap- 
ital of $1,000,000 and a surplus of $4,000,000. 
With the capital and surplus of the States 
Security Fire the group will have a surplus to 
policyholders of approximately $6,000,000. The 
president of the Public Fire is James T. Dar- 
gan, Jr. He says that the States Security Fire 
will not write any insurance on mortgaged 
properties direct, but only through its agents. 

The fire loss ratio on the property under 
mortgage to the Mortgage Security Company 
of America has been very low, only about 2 
per cent it is said. In the future as this busi- 
ness is written in the States Security Fire a 
part of the liability will be reinsured in the 
Public Fire and in ‘the case of large risks the 
reinsurance facilities of the Public Fire will 
be employed. 


> In New Offices 
The National Guaranty Fire Insurance Com- 
pany, of Newark, N. J., has occupied new home 
offices at 27 Cedar street that city. 


TO INCREASE CAPITAL 
Massachusetts Fire and Marine to Add 
$250,000 by Stock Dividend 

Stockholders of the Massachusetts Fire and 
Marine Insurance Company of Boston will act 
upon the recommendation of the directors that 
the capital stock of the company be increased 
from $500,000 to $1,000,000 by the transfer of 
$250,000 from surplus to capital as a stock divi- 
dend and $250,000 in new stock be issued at 
par. At the beginning of this year the com- 
pany had a net surplus of over $1,150,000. The 
Massachusetts Fire and Marine started in 1910 
with $500,000 capital and $500,000 surplus paid 
in. Since that time the company has earned 
over $600,000 surplus in addition to dividend 
requirements and the directors feel that it 
would be to the advantage of the company to 
have a capital of $1,000.000. 


To Drop Haii Business 
Toronto, CANn., November 1.—The British 
Crown Assurance Corporation and the Eagle, 
Star and British Dominions Insurance Company 
are withdrawing from membership in the Can- 
adian Hail Underwriters Association, and pro- 
pose to drop their hail department. 


Here for the Tenth Time 
(Concluded from page 3) 
city’s name as part of their own also changed. 
But, according to Mr. Hansson, his company, 
because of the international nature of its busi- 
ness, decided against doing so. 

To write life insurance there is a separate 
company, the Idun Life, of which Mr. Hansson 
is also the president. It was established four- 
teen years after the fire company in 1861. 

In speaking of insurance conditions in Nor- 
way, as compared to the United States, Mr. 
Hansson said that the rates were under half 
of what they are here. That fact was not due 
to fewer fires, for the percentage of loss is 
greater than here, but because the expenses are 
less. There, for instance, the agent’s commis- 
sion averages 10 per cent. Also there is not 
the taxation of insurance premiums that we 
have. The insurance companies pay an income 
tax but only upon profits made. 

Fire insurance in the United States, he said, 
is better organized so far as statistical infor- 
mation is concerned, than in any other country 
in the world. When asked how England com- 
pares with us on this point he threw up his 
hands and said that there was no comparison. 

The New York branch office of the Chris- 
tiania is at 75 Maiden lane and it is there that 
Mr. Hansson will spend the major part of his 
present short visit to America. But in the past 
he has been all over our continent and has in 
addition traveled very extensively all over the 
world. And, since his present visit is far from 
being his first he is quite certain that it will 
not prove his -last. 
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HOME SECURES NATIONAL 
LIBERTY CONTROL 





Two Leading Groups Brought Under 
Single Management 





HOME GROUP NOW COUNTRY’S 
LARGEST 





National Liberty Declares 300 Per Cent 
Stock Dividend—Charles L. Tyner to 
Head All Companies 

Charles L. Tyner, president of the Home In- 
surance Company of New York, will head the 
largest and strongest group of fire insurance 
companies in the world, following the con- 
summation of a combination between the Home 
interests and those represented by the National 
Liberty Insurance Company, of New York. 
The announcement of this combine, made late 
last week, followed authorization of the project 
by the directors of the Home. It is described 
as the most important merger of fire insur- 
ance interests ever effected. The new group 
will have assets in excess of $175,000,000. 

The National Liberty group which is thus 
combined with the Home group is composed of 
the National Liberty Insurance Company of 
America, the Baltimore American Insurance 
Company of New York and the Peoples Na- 
tional Fire Insurance Company. 

The Home group has heretofore been com- 
posed of the Home, Franklin Fire Insurance 
Company of Philadelphia, City of New York 
Insurance Company, New Brunswick Fire In- 
surance Company of New Brunswick, N. J., 
Halifax Fire Insurance Company of Nova 
Scotia, Carolina Insurance Company of Wil- 
mington, N. C., Harmonia Fire Insurance Com- 
pany ot Buffalo, Homestead Fire Insurance 
Company of Baltimore, and Georgia Home In- 
surance Company of Columbus, Georgia. 

The National Liberty Insurance Company of 
America directors also authorized a declaration 
of a 300 per cent stock dividend out of its sur- 
plus, which on July 1, 1928, after giving effect 
to the increase of capital from $2,000,000 to $2,- 
500,000, stood at $23,258,100, thus making the 
capital now $10,000,000 and surplus approxi- 
mately $15,750,000. 

The directors of the Baltimore American In- 
surance Company of New York and of the 
Peoples National Fire Insurance Company 
authorized the split of their stock from a ten 
dollar to a five dollar par value basis, thus put- 
ting all of the three National Liberty Group 
companies on a five dollar par value basis. 

The National Liberty itself will rank second 
in size, next to the Home in the Home group, 
and an idea of the magnitude of the companies 
managed by the Home and their capitalization 
and resources is indicated as follows: 


Assets Capital Surplus 
The Home .... $96,300,766 $18,000,000 $25,799,243 
Nat. Ei. .5c- 37,410,076 10,000,000 15,758,101 
Franklin Fire .. 12,381,941 1,000,000 3,943,489 
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ROY A L 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, over 
$26,000,000.00 


Insurance in Force 


$141,178,497.00 
A. C. TUCKER, President 














EDUCATION 


is the foundation of success in Life Under- 
writing. Appreciating this fact, ATLANTIC Lire of Rich- 
mond, Virginia, encourages its representatives to prepare 
for the examinations for Chartered Life Underwriter, and 
will present twenty-five dollars ($25.00) to every Atlan- 
tic representative who secures this professional degree. 





Another Atlantic Advantage! 






















‘FIRE AND LIFE 


(jeneral, ccident 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 4T" & WALNUT STS. 
PHILADELPHIA 
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ACACIA 


A Service Institution—Not a Commercial Company 


ne oF Over $284,000,000 
SI A Te See ee tt eRe ERE Over 25,000,000 


Ideal Agents’ Monthly Income Contract 
Low Net Cost 
ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 


Real Service 























THIS NEW BOOK—NOW READY 


What About Accident 
and Health 


Insurance? 


Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportuinty it offers salesmen? Can you seli 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 


book by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
book and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 


Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Balti. Amer. .. 7,668,136 1,000,000 4,151,670 
City af MN. ¥.. 6,434,603 1,000,000 1,981,454 
Peoples Nat. .. 5,163,706 1,000,090 2,217,568 
New Brunswick 3,923,977 1,000,000 1,417,659 
Harmonia Fire. 2,395,948 500,000 873,850 
Camis 6ccccc 2,208,279 500,000 686,060 
Halifax Fire .. 1,872,856 1,000,000 655,000 
Homestead Fire 1,418,050 500,000 437,048 
Georgia Home.. 986,280 200,000 154,653 





$178,164,618 $35,700,000 $58,075,793 


The Home Fire Security Corporation will 
acquire a block of shares in each of the com- 
panies of the National Liberty group for its 
own account and will offer to the shareholders, 
agents and employees of the Home and its pres- 
ent associated companies and of the National 
Liberty group an opportunity to purchase stock 
of the National Liberty group on the same basis 
at which it has effected its purchase, to-wit: 
National Liberty Insurance Company of Amer- 
ica $32.50 per share; the Baltimore American 
Insurance Company of New York $50.00 per 
share; Peoples National Fire Insurance Com- 
pany $37.50 per share; these prices being effec- 
tive after the 300 per cent stock dividend shall 
have been paid in the National Liberty and 
after the split of the par value of the Baltimore 
American and Peoples Natienal stock becomes 
effective. 

he Home Fire Insurance Company was or- 
ganized in 1853 and alone has assets of upwards 
of $96,000,000. 

The National Liberty Insurance Company of 
America was organized in 1859 and has assets 
of over $37,000,000, and the National Liberty 
group will bring to the Home Group additional 
assets of upwards of $50,000,000. 

The management of the National Liberty In- 
surance Company of America was taken over 
by the interests affiliated with the Financial and 
Industrial Securities Corporation in January of 
1924, and at that time ranked as the twenty- 
eighth largest company in the country. It has 
grown under the present management to where 
today it ranks as the eighth largest company 
in the United States. 

Those given the privilege of subscribing may 
subscribe in units of 90 shares of National Lib- 
erty stock, 5 shares of Baltimore American 
stock and 5 shares of Peoples National stock on 
the basis of $3362.50 per unit. There is to be 
no fixed schedule of participation and all orders 
received in accordance with the application 
blanks sent out with the announcement will be 
filled after November 12, 1928, in the order re- 
ceived. The Security Corporation reserves the 
right to reject or scale down subscriptions in 
accordance with whatever over-subscription oc- 
curs. 

The negotiations have been in progress for 
some months between President Charles L. 
Tyner and Vice-President Wilfred Kurth for 
the Home, and Ralph Jonas, chairman of the 
Financial and Industrial Securities Corporation, 
and E. M. Rebstein, vice-president of said 
Financial and Industrial Securities Corporation 
and executive secretary of the National Liberty 
group companies, for the National Liberty 
group. 

A special committee dealing with the matter 
on behalf of the Home Fire Insurance Com- 
pany was composed of Clarence H. Kelsey, 
president of the Title Guarantee & Trust Com- 


pany ; Charles G. Meyer of Cord Meyer Co., and 
Edwin A. Bayles of Williamson & Bayles. The 
committee on behalf of the National Liberty 
Group consisted of the president, George U. 
Tompers; vice-presidents, Norman T. Robert- 
son and Charles H. Coates; secretary, Benjamin 
B. Weaver, and comptroller, Alfred J. Barrett. 

President Charles L. Tyner of the Home will 
become president of each of the National Lib- 
erty group companies. Mr. Tompers, while 
preferring to be relieved of his active duties, 
will remain as a director of the companies. 
Messrs. Wilfred Kurth, Clarence A. Ludlum, 
Frank E. Burke and Vincent P. Wyatt of the 
Home will be elected as vice-presidents of each 
of the National Liberty group companies, and 
some of the directors of the Home will be elected 
to the boards of the present National Liberty 
group. 

Sumner Ballard, president of the Reinsurers 
Underwriting Corporation, was the intermediary 
in the negotiations. 

The companies in the National Liberty group 
will after the merger be given the benefit of 
the Home management, hand in hand, with the 
present National Liberty group management, 
and the agents and stockholders of both groups 
will gain the advantages of the ability of the 
companies to take larger lines, and the increased 
efficiency of management with a corresponding 
decrease in expenses of operation. 


COSMOPOLITAN FIRE APPOINTMENTS 
Company Names W. A. Rattelman as As- 
sistant Underwriting Manager 
The Cosmopolitan Fire Insurance Company, 
of New York, of which James A. Blainey is 
underwriting manager, has now received its li- 
censes in New York, Massachusetts, Illinois, 
Missouri and Maryland. Mr. Blainey announces 
that W. A. Rattelman has been appointed as 
assistant underwriting manager. Mr. Rattel- 
man has had very valuable field and office exper- 
ience, and is regarded as being a strong addi- 
tion to the staff of the new company. He was 
for a time in the field for the Great American, 
of New York; then acted as special agent in 
Western Pennsylvania for the Home, of New 
York, and after covering the same field for the 
National Liberty, of New York, was called to 
the home office of that company to become 
superintendent of agencies. The high esteem in 
which the National Liberty officials hold Mr. 
Rattelman, was indicated by their giving him 
a farewell dinner a few days ago, at the New 
York Athletic Club, at which he was presented 
with a loving cup. Mr. Rattelman is experi- 
enced in all departments of fire underwriting. 
During the war he served for two years in 

France, in the infantry. 

The Cosmopolitan Fire is now located at 92 
William street, where it has leased the third 
floor. 

Another acquisition made by the Cosmopoli- 
tan Fire is M. L: Fitzpatrick, heretofore with 
the Stuyvesant Insurance Company, of New 
York. Mr. Fitzpatrick becomes manager of 
the accounting department of the Cosmopolitan, 
after having had ample experience with the 
Meserole fleet of fire insurance companies. 


17 


SPEAKS TO ILLINOIS 
AGENTS 


J. W. Longnecker Discusses Their 
Publicity Problems 








ADVISES LOCAL ADVERTISING 





Sees Cumulative Effect of Proper Publicity 
as Enormous 


The life of a local insurance agent is a con- 
tinual battle for notice and attention, said J, W. 
Longnecker, manager of the advertising de- 
partment of the Hartford Fire Insurance Com- 
pany, Hartford, in an address, “Seventy Times 
Seven,” which he delivered at the annual meet- 
ing of the Illinois Association of Local Agents 
at Springfield, Ill., last week. His talk dealt 
with public relations and advertising by local 
agents and he said that if in the agent’s trials 
and efforts to get the notice and the attention 
of his public that public turns from him seven 
times he cannot cease in his efforts not even 
when he has tried to arouse the interest that 
leads to action seventy times seven. 

The public relations problem, he said, is one 
by the by-products of mass thinking and its 
cure or improvement lies in the control of the 
avenues of communication, the avenue that 
brings to us each day the thoughts and actions 
of the world. Our provincialism has been 
broken up, he asserted, by the newer and im- 
proved methods of spreading information. 

The agent, Mr. Longnecker said, who does 
not use the columns of his own newspaper to 
tell people who he is and what he has to sell is 
overlooking and neglecting the most powerful 
device for creating favorable impressions of 
his business that our modern industrial civiliza- 
tion has developed, for today advertising has 
more worth than it ever had. He advocated 
advertising campaigns, not a card in the paper 
now and then, not an occasional announcement 
when the agent has time to write it, but a cam- 
paign that is planned by the year. He urged 
the agent to decide in advance what he is going 
to spend for advertising, and then have its ad- 
vertising appear with clock-like regularity. The 
cumulative effect of advertising, he said, is 
enormous, and he compared advertising to a 
strand of rope, breaking under the slightest 
strain, but by taking a hundred such strands 
and twisting them into a cable the agent will 
save something that will enable him to hold his 
own place against the pull of competition. 

In conclusion he said that as a general pro- 
position two agencies in a given locality are just 
about alike. Both understand insurance, both 
represent good companies, both are pleasing per- 
sonalities, both have friends and both enjoy 
good reputations. But the difference is in the 
mental attitude of each towards his business 
and his public. One wonders why in the world 
people are so indifferent about so vital a thing 
as insurance. The other doesn’t wonder about 
such a situation. He recognizes it, sees it as 
an obstacle to his success and puts advertising 
to work to break it down. So, he said, the 
progressive agent runs his advertising as he 
runs: his business: 
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GLENS FALLS TO HAVE BRANCH 
OFFICE 
Samuel T. Brown Becomes Vice-President 
of Company 

As noted in Tue Spectator of last week the 
ground floor, second and third floors of 84 Wil- 
liam street, New York, has been rented to the 
Glens Fall Insurance Company and T. Y. Brown 
& Co. The Brown ageacy has continuously 
represented the Glens Falls Insurance Company 
in New York for the past 51 years and for the 
purpose of giving brokers and assured better 


service that company and the Glens Falls In- 


demnity Company will open the new New York 
branch office on William street. Samuel T. 
Brown becomes vice-president of both com- 
panies, and his partner, Archibald B. Mills, 
will act as manager. For some time this has 
been contemplated, but it has been brought about 
sooner than was expected, due to the increasing 
business of the fire company and the rapidly 
developing business of the indemnity company. 
The entire staff of the present Brown agency 
will be moved to the new quarters and also the 
staff of the Glens Falls Indemnity Company 
now located at 80 Maiden Lane. T. Y. Brown 


A 


& Company will continue to represent the New 
Hampshire Fire, Svea and Granite State com- 
panies and the business of these companies will 
be transacted from the new location where 
every kind of insurance, except life, can be 
bound in the local, suburban and nation-wide 
field. 

E. W. West, president of the Glens Falls In- 
surance Company, in speaking of the change 
said: 

“Under this new arrangement there is more 
closely cemented the long association between 
T. Y. Brown & Co. and the Glens Falls. Fifty- 
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HIS is the season - if there is 
a “season” - for selling Sprink- 


ler Ceakage Insurance. Orig- 














inally it was believed that freezing was. 





the cause of most Sprinkler Ceakage 
losses and hence the beginning of Winter 
was considered the best time to sell. 
Experience has shown us, however, that 
the human element plays the leading 
tole in water damage losses, and human 
nature is pretty much the same the 
year ‘round. 

When you consider that sprink- 
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folders to.gain the interésts 
of the owners? Most “Big 
Business” is done by letter: 
why not recognize the intelligence of the 
Sprinkler Ceakage prospect and solicit 
him through the medium of a business - 
like letter! 

Sprinkler Geakage commissions 
are nominal, but if you secure this cov- 
erage on a new prospect you are on the 
way to receive his Fire business. Ghe 
intelligent property - owner leans toward 
the Agent who is more interested in gen- 









































ler systems are found usually in large, 


uine service than his own commissions. 





costly buildings, and that “big business” 





is founded generally upon brains, doesn’t 





it seem unnecessary to use gaily-colored 





To American Agents: Have you 
received your copy of our highly-- successful 
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one years ago, Colonel Cunningham, then secre- 
tary of the Glens Falls Insurance Company, ap- 
pointed T. Y. Brown as New York agent. Dur- 
ing the half century, the business has grown 
and prospered to the extent that the present 
move has resulted, and Samuel T. Brown, son 
of the founder of T. Y. Brown & Co., assumes 
new and enlarged responsibilities because of his 
proved fitness therefor.” 


ADDS TO CAPITAL 
American Alliance Will Have $3,000,000 
Capital 

An increase of the capital stock of the Amer- 
ican Alliance Insurance Company of New York 
from $2,000,000 to $3,000,000 and a change of 
the par value of the shares from $100 each to 
$10 each has been recommended to the stock- 
holders by the board of directors. Changing the 
par value of the shares would make the share 
capital 300,000 shares instead of 20,000 with 
the new stock issue. The new stock is to be 
issued at par. 

The stockholders wiil vote on the proposal at 
a special meeting to be held November 20. Pres- 
ent stockholders, under the plan, will be privi- 
leged to subscribe for five of the new $10 shares 
for each of the present $100 now held. Sub- 
scriptions rights are to be exercised on or be- 
fore January 17, 1929, and so the increase in 
the capital will not show in the statement of 
December 31. 

President William H. Koop in notifying the 
stockholders of the directors’ action said that 
the proposed change in par value of shares was 
recommended because the market value of the 
present shares makes it difficult for persons of 
moderate means to invest in the stock of the 
company. 


Death of Louis 0. Kohtz 

Cuicaco, Intt., November 6—One oi the 
West’s fire insurance veterans passed away here 
last week when Louis O. Kohtz, formerly Chi- 
cago general agent for the A“tna Fire Insurance 
Company, died at his home. He was a veteran 
in more ways than one, being 84 years old, 
having participated in the Civil War, and served 
fifty-eight years continuously with the A£taa. 
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reat Northern 
Hotel 
400 Nenly 
Furnished 
Rooms 
$2.50 a day 
and up 


Sample Rooms 
$4.00, $5.00, 
$6.00, $7.00 

and $8.00 
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wonderful location in Chicago’s “loop”. They 
return because the large comfortable rooms, home- 
like environment, attentive service, excellent food and 
moderate charges make it an ideal hotel. 
WALTER CRAIGHEAD, Manager 
Dearborn Street from Jackson to Quincy 








TEST NEW JERSEY LAW 


Suit Brought in Essex County by 
Hartford Fire Agents 








FACTS IN CASE ADMITTED 





Companies Will Contend Former Compen- 
sation to Agents Would Be Unreason- 
able Under New Law 

Fire insurance men, both company executives 
and agents, will watch with keen interest the 
result of the suit that has been brought in the 
Circuit Court of Essex County by Attorney 
Charles C. Pilgrim of Newark on behalf of 
O’Gorman & Young, local insurance agents of 
that city, against the Hartford Fire Insurance 
Company, Hartford, and the Phoenix Insur- 
ance Company of London. The purpose of the 
suit is to test the constitutionality of the amend- 
ment to the Ramsey law of New Jersey, passed 
early this year, the purpose of which was to 
preclude fire insurance companies from paying 
one of their agents in New Jersey any com- 
pensation, commission or thing of value which 
was not paid or allowed to all their agents in 
the State. O’Gorman & Young are suing for 
recovery of additional compensation under their 
agency agreement with the Hartford Fire and 
the Phoenix Assurance as it existed before the 
amended law became effective. The law firm 
of Lum, Tamblyn & Colyer of Newark will act 
for the two insurance companies, selected for 
that purpose by the National Board of Fire Un- 
derwriters. 

The litigation will not deal with any ques- 
tion of fact. The companies do not dispute 
that the compensation theretofore paid to 
O’Gorman & Young was reasonable, but allege 
that the then existing rate of commission would 
be unreasonable when applied to each and every 
agent in the State. The law precludes a com- 
pany from allowing or paying some agent more 
than another which fact, they allege, precludes 
them from allowing the claim. 

The attorney for the agents says that the law 
is unconstitutional and invalid, and therefore 
no bar to the right of these agents to recover 
a reasonable compensation for the services per- 
formed by them without regard to the com- 
pensation, worth or value of any of the other 
agents of the defendant companies of the State. 
The issues in the case are limited to the valid- 
ity or invalidity of the act precluding a differ- 
entiation in the payment of commissions to local 
agents. Following the decision of the Circuit 
Court of Essex County it is probable that suc- 
cessive appeals will be taken to the Supreme 
Court and to the Court of Appeals of New 
Jersey and then, perhaps, to the Supreme Court 
of the United States. 


Regulations of the National Board 

Regulations have lately been issued by the 
National Board of Fire Underwriters as fol- 
lows: for the installation of oil burning equip- 
ments; for the installation of sprinkler equip- 
ments; appliances inspected for accident haz- 
ard, and supplement to the April, 1928, list of 
inspected electrical appliances (October, 1928). 
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Commercial Union Fire Capital Increase 
The stockholders of the Commercial Union 
Fire Insurance Co. of New York will shortly 
vote on the proposal of the directors to increase 
the capital of the company from $200,000 to 
$1,000,000 by the issuance of 5000 shares at 
$100 each, producing $500,000, the balance of 
$300,000 to be provided for by a 150 per cent 
stock dividend. This program was unanimously 
adopted at the meeting of the directors last 
Monday, subject to the consent of the New York 
State Insurance Department. When the plan 
is carried into effect the company will have 
10,000 shares of a par value of $100 each. 


Fire Association Appointment 

The Fire Association of Philadelphia, and 
affiliated companies, the Reliance Insurance 
Company and Victory Insurance Company an- 
nounce the appointment, effective November 1, 
of Robert R. Bumsted, as special agent asso- 
ciated with Special Agent R. A. Macdonald, at 
headquarters in the Essex Building, Newark, 
N. J. 

Mr. Bumsted has been connected with the 
Schedule Rating Office of New Jersey for sev- 
eral years past, and is well qualified in connec- 
tion with engineering and rating problems. 


Announcement is made of the formation of 
the Fire Prevention League of America, with 
headquarters at 1674 Broadway, New York 
city. 

The League will function through State com- 
missioners and deputies. 
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NOW ISSUED IN ONE VOLUME 


SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 
Secretary and General Counsel of the Insurance Institute of Southern California 
Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 
ONE VOLUME 
at the reduced price of 
$12.50 
Bound in buckram, with stiff cover, or in flexible imitation black leather 


This affords a great opportunity for those interested 
in fire insurance to obtain 
A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 

2—Insurable Interest 

3—Public Relations 

4—-State Regulation or The Police Power 

5—Cooperation and State Supervision 

6—Co-Insurance 

7—Valued Policies 

8—Professionalizing the Fire Insurance Busi- 
ness 

9—Construction and Operation of the Policy- 

Contract 

10—The Fire Insurance Rate 

11—Fire Insurance Reserve 

12—Agency and Brokerage 

13—Premiums 

14—Fire Prevention 

15—Waiver and Estoppel 

16—Coverage 

17—-Misrepresentations 

18—Warranties 

19—Matters Voiding Policy 

20—Matters Suspending Insurance 

21—Chattel Mortgage Clause 


22—Fall of Building Clause 

23—Negligence 

24—Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—Ascertainment and Amount of Loss—Ap- 

praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 

31—Adjustments 

32—Subrogation 

33—Insurer’s Liability 

34—Mortgagee Interests 

35—Earthquake Clauses 

36—Use and Occupancy—Profits and,Com- 
missions—Rents and Leaseholds 

37—Floating, Excess and General Cover ‘Con- 
tracts 

38—Miscellaneous Forms 

39—Endorsements 

40—Reinsurance 


The broad scope of the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 
templating entering it. It will be found of genuine service by executives, underwriters, adjusters, general, 
special and local agents; insurance brokers, lawyers and the public. ° 

In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


The 40 Lectures and Index, complete in one volume 
In either Buckram or Imitation Leather binding 


Price, $12.50 


The Lectures and Index in 41 separate pamphlets, $10 for the complete set; 50c per single copy 
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UNLICENSED INSURANCE IN CANADA 
REACHES BIG TOTAL 
Largest Volume of Business Written in 
Ontario and Quebec—Most of Risks 
Covered by Mutuals and Lloyds 

Ortrawa, Can., November 3.—Unlicensed in- 
surance is effected in Canada under provisions 
of Section 129 of the Insurance Act of Canada 
which permits any person to insure property 
situated in Canada with unlicensed insurance 
companies, associations or underwriters, pro- 
vided such insurance is placed without solicita- 
tion by the insurer. 

As the returns for the year 1927 are not re- 
quired to be filed before December 31, 1928, it 
will be some time before the figures for that 
year will be available. However, the unlicensed 
insurance effected in Canada during the year 
1926 amounted to $559,699,149, which shows an 
increase in the amount over the year 1925 of 
$7,995,458. 

Of the total amount effected in 1925, 49 per 
cent of the total was placed in Ontario and 34.7 
per cent in Quebec, while in 1926, 47.9 per cent 
of the total was placed in Ontario and 33.1 per 
cent was placed in Quebec. Of the total amount 
of unlicensed insurance in Canada in 1926 the 
provinces of Ontario and Quebec carry 81 per 
cent of this amount. As these provinces are 
the manufacturing centers of the Dominion, it 
is there that most of the unlicensed insurance 
is effected. 

In the year 1926, the $559,699,149 of unli- 
censed insurance business was distributed among 
the various classes of insurers as follows: Stock 
companies, $36,841,798 ; mutual companies, $452-, 
109,892; reciprocals, $9,080,360; Lloyds, $61,- 
667,099. In 1926 mutual companies carried 80 
per cent of the total amount of unlicensed in- 
surance. 

In 1922 the parliament of Canada amended 
Setcion 5 of the Special War Revenue Act, 1915. 
The amendment imposed a tax of 5 per cent on 
all premiums paid to unlicensed companies for 
the insurance of property situated in Canada. 
This tax does not apply to marine insurance 
premiums, and is payable by the insured. The 
principal feature of this tax is that it applies 
to all insurance on property, whether fire or 
casualty. 


Fire National of Seattle Has Been 
Organized 
The First National Insurance Company of 
America, Seattle, Wash., was scheduled to be- 
gin business November 1, 1928, with a paid-in 
capital of $1,600,000. It is intended that the 
company shall do a general fire insurance busi- 
ness. H. K. Dent is its president; J. F. Doug- 
las and A. S. Eldrigde are vice-presidents; 
Frank B. Martin is secretary, and J. T. McVay 
is treasurer. Except for the vice-presidents, 
these officers occupy the same official positions 
in the General Insurance Company of America, 
of Seattle, which has over $5,500,000 of assets 
and a surplus to policyholders of $2,228,128, and 
operates in about 20 States and in Canada. 
The company will operate as a running mate 
to the General of Seattle. 


SOUTH CAROLINA SUITS 


Walter H. Bennett Surveys Bank 
Agency Problem There 








FOUR ACTIONS PENDING 





Secretary of National Association of Insur- 
ance Agents Returns from Trip 

Walter H. Bennett, secretary-counsel of the 
National Association of Insurance Agents, has 
returned from a trip to South Carolina, where 
he conferred with officers of the State associa- 
tion relative to the suits pending on Commis- 
sioner Sam B. King’s ruling on bank agencies. 
Subsequent to returning Mr. Bennett issued a 
statement reviewing the situation there, which 
in part follows: 


First-hand observation in the State of South 
Carolina brings increasing evidence of the con- 
viction of Insurance Commissioner Sam B. King 
that his bank agency ruling is in the interest of 
sound public policy and that in its issuance he 
kept well within the supervising authority vested 
in the office of insurance commissioner; of 
strict adherence by the Firemen’s of Newark 
to its policy of appointing bank agencies, and 
of the determination of both parties to test the 
question once and for all time up to the courts 
of last resort. ; 

There are now four cases pending in the 
State and Federal courts, separate and distinct, 
but nevertheless interlocking. When these four 
cases finally shall have been decided, the ques- 
tions of the constitutionality of the resident 
agents’ law, the State licensing law and the de- 
gree of authority of the insurance commissioner 
will have been settled. 

Obviously, members of the South Carolina 
Association are interested deeply in the outcome 
of the suits—the State has been a storm center 
of bank agency controversy ever since former 
Commissioner John J. McMahon issued his first 
ruling against them. The agents welcome the 
test in the courts. 

There are now pending in South Carolina the 
following law suits: 

1. A law action brought by the State of 
South Carolina against the Firemen’s Insurance 
Company to recover a statutory penalty of 
$500 on every policy issued by the unlicensed 
bank agent (something like eighty policies were 
so written). 

2. An equity suit brought by the local bank 
agent against the insurance commissioner asking 
that the commissioner be mandamused to issue 
to the agent a license. 

3. A similar suit brought by the State agent 
of the Firemen’s asking that his license be rein- 
stated. 

4. An injunction suit brought by the Fire- 
men’s Insurance Company in the Federal Dis- 
trict Court seeking to enjoin the commissioner 
from interfering with the Firemen’s operations 
in South Carolina. 

Among other issues to be determined by the 
courts in South Carolina is the constitutionality 
of the licensing law of that State. That is 
whether a statute giving the insurance commis- 
sioner the authority to issue licenses to insur- 
ance agents and to exercise some supervisory 
regulations in reference thereto is or is not 
constitutional. Every state in the Union has 
some form of license law at the present time 
and it is hardly likely that the courts of South 
Carolina will now hold that the legislature of 
that State has not the power to enact such legis- 
lation. Another question involved is the legality 
of the resident agents’ law; and the right of a 
foreign insurance company to transact business 
in that State except through a regularly ap- 
pointed, commissioned and licensed agent. 
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New Vermont Ruling 

A ruling of the Commissioner of Banking 
and Insurance of Vermont, dated November 2, 
1928, relates to the commission on business re- 
ceived through the home offices of fire insur- 
ance companies from non-resident brokers’ li- 
censed in Vermont. It is now permissible for 
the home office of a company licensed in Ver- 
mont to accept an application for insurance from 
a non-resident broker also licensed in Vermont, 
and forward same to a resident agent of the 
company in Vermont, with the request that he 
issue a policy and return same to the company. 
In such a case the company can collect the pre- 
mium from the broker and credit to the Ver- 
mont resident agent his share of the commis- 
sion, which shall be the same proportion as he 
would have received if he had received the ap- 
plication direct from the broker. Full record 
of all policies must be maintained in the office 
of the Vermont resident agent and the business 
alloted to Vermont for tax purposes. The name 
of the company’s resident broker in such a case 
must be furnished to the resident agent, and the 
company will be held responsible for making 
sure that the broker is duly licensed in Ver- 
mont. 


Insurance Brokers’ Red Cross Committee 


A committee of New York insurance brokers 
consisting of Stuart W. Jackson, chairman, 
Francis C. Carr, Floyd R. DuBois, John A. 
Eckert, Julian Lucas and Edgerton Parsons, 
has been formed to request subscriptions from 
all of the insurance brokers of New York city 
for the 1928 Red Cross Roll Call of the New 
York County Chapter and the Bronx. 

The demands upon the Red Cross are in- 
creasing, and the nature and extent of its assist- 
ance are in direct propertion to its resources. 

In addition to their firm subscription, the 
brokers are also asked to appoint some member 
of their office staff to act as house-captain to 
secure the individual $1.00 membership. Sub- 
scriptions may be sent to Stuart W. Jackson, 
chairman, 110 William street, New York city, 
telephone Beekman 3045, or to any member of 
the committee. 


London Surplus Line Company Selling 
Stock in United States 

The Fire Fund, Ltd., of London, England, is 
said to be soliciting stock subscriptions in the 
United States, which it plans to enter immedi- 
ately after organization. The solicitation is be- 
ing handled through the National Underwriters 
of Wilmington, Del., where the company plans 
to establish headquarters in this country. Ed- 
gar Lowell, who is said to be well known as a 
surplus line placer, is to be managing director 
of the company in the United States. The 
company is said to be organizing for the pur- 
pose of writing surplus lines. 








So far only temporary orders have been is- 
sued in any of these cases and the final result 
must await the permanent hearings in due or- 
der when the cases can be reached by the courts. 
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Ciub House Administration Building Power Piant Print Shop Garage 


Agents—have you the Sixth Sense? 


It is frequently said that some Agents possess a “sixth sense” enabling them to get and give exactly 
what is wanted for their clients, to steal a march on their competitors, etc. 


Actually there is nothing mysterious about it. The “sixth sense’ is merely the knowledge that the 
public recognizes, prefers and promptly buys the Bonds and Policies of the 


Maryland Casualty Company 


Baltimore 
An Ideal Company to Represent ‘The Agent’s Troubles Are Our Own 






































“IT’S A GOOD POLICY” 


MORE NEW POLICIES 


Retirement Income Policies 


(income to the insured) 


LOW COST PREFERRED RISK 
POLICY 


NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights 
of all parties interested | 


COMPLETELY REVISED 
PLAIN ENGLISH POLICY FORMS 


that will particularly appeal to the conscientious 
life underwriter 
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WRITE FOR INFORMATION | 


Philadelphia Life Insurance Co. 


111 North Broad Street, Philadelphia 


Joe Jenks says, “The Reliance Life Perfect Protection he is- 
selling is just like honesty.” 
“What does he mean?” a. i 
‘Don’t be stupid! It’s the best policy, of course!” 
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TO HAVE FIRE MATE 


R. Howard Bland to Head New 
Organization 








WILL START AFTER NEW YEAR 





United States Fidelity and Guaranty Com- 
pany Incorporating New Company 
in New York 

BaALTIMorE, Mp., November 5.—R. Howard 
Bland, president of the United States Fidelity 
and Guaranty Company, will be president and 
chairman of the board of a new fire insur- 
ance company which will be launched shortly 
after the first of the year. 

Mr. Bland will continue to head the present 
company and a technical fire underwriter, with 
the title of vice-president and general manager, 
will be selected to look after the details of the 
insurance company. 

Mr. Bland’s decision to become the head of 
the new company was reached after he had been 
repeatedly urged to do so by the board of 
directors of the surety company. He may 
decide when the new company functions 
smoothly to give up the presidency and retain 
the chairmanship of the board. 

The United States Fidelity and Guaranty In- 
surance Company will have a capital of $1,- 
000,000 and paid-in surplus of $3,000,000. The 
par value of the stock will be $10 a share, and 
the subscription price will be $40 a share. More 
than 50 per cent of the stock will be owned 
by the United States Fidelity and Guaranty 
Company, its stockholders and officers and 
agents. 

The fire insurance company will be incor- 
porated under the laws of New York, but the 
home office will be in Baltimore. Application 
for the charter already has been filed at Albany 
and, it is expected, the document will be ap- 
proved within three weeks. 

Mr. Bland became president of the United 
States Fidelity and Guaranty Company in Jan- 
uary, 1923, succeeding his father, the late John 
R. Bland, who founded the company in 1896. 
The younger Bland was elected vice-president 
and secretary of the company in 1916 and served 
in that capacity until his elevation to the presi- 
dency. 


Bank Robbery Rates Increased 
(Continued from page 3) 


a discount of 10 per cent on burglary and rob- 
bery premiums to banks which hold certificates 
issued by the American Bankers Association 
certifying the banks’ contribution to and main- 
tenance of the county auxiliary protective units. 

Tear gas is now obtaining recognition as a 
protection against the burglary of safes and 
vaults, whereas in the past it has been recog- 
nized only in connection with robbery insurance. 





BANK ROBBERIES IN IOWA 


Serious Situation There Stirs Officials to 
Action 


Des Moines, Iowa, November 3.—Within 
the past six weeks there have been seven day- 
light bank robberies in Iowa. These bandits 
secured around $100,000 in cash and bonds. 
These daylight robberies have aroused bankers 
and Frank Warner, secretary of the State as- 
sociation, which has promotors of the organiza- 
tion of vigilance committees in every county, 
has sent to every banker in the State sugges- 
tions as to the care that should be exercised. 
He recommends that all banks in the smaller 
towns and cities close during the noon hour. He 
further recommends that when the vaults are 
opened in the morning that the combination be 
set on the open door so that it will be impossible 
for burglars to close the door after forcing the 
staff into them, as is often the case. 

Customers of the banks will help, if they will, 
by observing the banking hours and not ask to 
be admitted after hours. Frequently the rob- 
bers have entered the banks along with a cus- 
tomer who was being atlmitted after the bank 
had closed for the day. The window curtains 
of the banks are not to be drawn down, and 
other precautions are suggested to make dis- 
covery prompt, should a bank robbery be .at- 
tempted. 

lowa compares favorably with other States 
in the matter of bank insurance rates against 
bandits, according to figures supplied by local 
insurance men. 

The rate in Iowa is $1 a thousand, while in 
Oklahoma, the same insurance costs $10. Other 
states having high rates are Kansas and IIli- 
nois, $6; Michigan and Missouri, $4, and Arkan- 
sas and Indiana, $3. 


New York Indemnity Appointment 

The New York Indemnity Company an- 
nounces the appointment of P. J. Burke & Sons, 
Inc., of Albany, N. Y., as general agents for 
surety and casualty business. 

On the evening of November 1, the Burke 
Agency tendered a dinner at the Ten Eyck 
Hotel in Albany, to the members of their agency 
organization. At this dinner various executives 
of the New York Indemnity Company were 
invited, the meeting being addressed by Spencer 
Welton, president of the company. A talk was 
given on “America’s fastest growing crime,” 
by Clyde V. Gossage. Vice-Presidents Wm. C. 
Billings and Bartlett attended the 
meeting. 


Greene 








Tear gas systems in safes and vaults properly 
certificated by Underwriters’ Laboratories will 
be granted discounts of 10 per cent or 20 per 
cent depending upon the type of system. 
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NEW ACCIDENT CAMPAIGN 





Building Trades Employers Start 
Poster Contest 





SERIOUS SITUATION FOUND 





Increasing Losses in Building Trades Stirs 
Organization to Additional Activity 


Thousands of foremen and workmen in the 
fifty-two crafts comprising the industry in the 
Metropolitan District are expected to partici- 
pate in the Safety Poster Contest which started 
last Thursday and will continue throughout the 
month under the auspices of the Accident Pre- 
vention Committee of the Building Trades Em- 
ployers Association, according to an announce- 
ment made lately by William G. Wheeler, ex- 
ecutive secretary for the committee. 


Already answers are being received at the 
headquarters of the organization, 2 Park ave- 
nue, showing the interest being displayed by 
labor in the movement to reduce the number of 
casualties on the major operations in the con- 
struction field in this district. The toll in loss 
of life, permanent and serious injuries, and in- 
surance premiums has been steadily increasing 
during the past four years. 


“Realizing that energetic measures had to be 
adopted to curtail these losses the Association 
appropriated $15,000 to inform the general pub- 
lic and all elements engaged in the industry of 
the seriousness of the situation,” said Mr. 
Wheeler. “A committee was formed of leading 
general and sub-contractors and representatives 
of the more prominent trades and for the past 
year it has functioned to the point where its 
safety specifications and meetings have forcibiy 
brought to the attention of employer and work- 
man alike the necessity for drastic action. 


“The poster contest is the result of prolonged 
study of the best means to engage the attention 
of the men on the job. It shows the picture of 
a skeleton building with numerous unsafe condi- 
tions and the contestant who discovers the 
greatest number of these hazards and accompa- 
nies his answer with suggestions, not to exceed 
200 words, for the greater safeguarding of the 
building on which he is working, or tells how 
the last project on which he labored could have 
been improved, will receive the first prize of 
$100. Nine other cash awards ranging from 
$75 to $25 will be distributed.” 

Owing to many inquiring as to the definition 
of the Metropolitan District and the eligibility 
of competitors, Mr. Wheeler stated that the 
committee has defined the former as including 
all five boroughs and the whole of Long Island, 
while the contestant must be working or have 
worked on a building under construction in this 
territory. 

More than 18,000 posters to be displayed at 
the jobs and work sheets depicting the diagram 
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American Re-Insurance Co. 


of Pennsylvania 


New York, N. Y. 


$5,764,474.52 
2,093,903.92 


67 Wall Street 


Assets - - - - 
Capital and Surplus’ - - 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - 3,157,505.00 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurahce Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














What’s Ahead? 


If the answer does not satisfy, learn the 
advantages of a contract with Fidelity. 
More than 36,600 direct leads a year 
from Head Office lead service. 


Fidelity is a low net-cost Company, 
operating in forty states. Full level 
net premium reserve basis. Over $366,- 
000,000 insurance in force — growing 
rapidly. 

Write for our booklet “What’s Ahead?” 


The Fidelity Mutual Life Insurance Co. 
PHILADELPHIA 


Walter LeMar Talbot, President 














The 4:tna Fire Group 
A CENTUR 


Three strong companies providing 

dependable insurance in Fire and 

Allied Lines and in Casualty and 
Surety Protection 


4ETNA INSURANCE COMPANY 


THE WORLD FIRE AND MARINE 
INSURANCE COMPANY 


THE CENTURY 
INDEMNITY 
COMPANY 


HARTFORD, CONNECTICUT 
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FUR INSURANCE 


FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at 
All Times and All Places 


A. F. SHAW & CO., Inc. 


75 Maiden Lane Insurance Exchange 
New York City Chicago, III. 


General Agents—“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 























SUPERIOR 
SERVICE! 


The word SERVICE in its true sense, 
is the keynote constantly sounded 
throughout this rapidly growing or- 
ganization. 


Let us prove that our SERVICE is 
SUPERIOR by placing your next 
Bond with the 


DETROIT FIDELITY AND 
SURETY COMPANY 


HOMER H. McKEE, President 


DETROIT, MICHIGAN 
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have been sent out to more than 1000 firms in- 
dicating a widespread interest in the event. 

Hon. James A. Hamilton, Industrial Com- 
missioner of New York State, in his recent 
address before the National Safety Congress in 
this city figures for compensation cases in the 
State from June 30, 1924, to June 30, 1927. 
They indicated an annual increase through the 
waiting period, reduced from two weeks to one 
week, which became effective January 1, 1925, 
augmented the number of temporary disability 
claimants. 

Commissioner Hamilton showed that there 
were 13,361 compensated accidents in the year 
ending June 30, 1924. Of these 3000 were cases 
other than temporary disabiliities. The total 
compensation paid out was $4,469,493. 

For the year ending June 30, 1927, the com- 
pensated accidents had increased to 21,606, a 
rise of 8245, exceeding the percentage of in- 
crease for any other industry, and the total 
compensation in money was $5,942,520, or $1,- 
473,028 more than the figures for 1924. 

That the contest is obtaining consideration 
from others not members of the Association is 
shown by the communications daily received. 
Several teachers in the city’s high schools have 
written for literature and posters for use in 
their work, also requests have come from vari- 
ous parts of the country. 

Alfred Micheli, a mechanic, 2062 Central 
Road, Fort Lee, N. J., seeking information as 
to his eligibility to enter the contest, said that 
he possesses an almost uncanny ability to fore- 
see accidents and very often predicts who is 
going to be hurt! “He predicted his own in- 
jury,” he added, “to his foreman on a certain 
job who. however, refused to change condi- 
tions.” 

The next meeting of the committee will be 
held at the Building Trades Club, 2 Park ave- 
nue, November 12 at 1 p.m. H. W. Lohmann, 
chairman, vice-president of James Stewart & 
Co., will preside and judges for the contest 
will be announced. 

Commonwealth Casualty’s New Home 

PHILADELPHIA, PENNA., November 5.—The 
Commonwealth Casualty has just issued a 
special home office number of its Common- 
wealth Service. The issue, which is filled with 
photographs of the exterior and interior of the 
company’s new building and its officers, was 
published, says a statement in the number, be- 
cause of requests received from all over the 
country. A statement in the issue by Vice- 
President E. W. Cook declares that “regard- 
less of how huge the “Old Commonwealth” may 
grow, it will never get so big that the “Open- 
Door Policy” established by us many, many 
years ago will ever be abandoned.” 


Pacific Coast Paper in Consolidation 

The Adjuster, published monthly in San 
Francisco and said to be the oldest insurance 
journal on the Pacific Coast, is included in a 
consolidation “with two financial papers. The 
new paper will be known as Western Finance 
and Trade. E. A. Carey, publisher of The Ad- 
juster, wili be one of the editors of the new 
journal. 


RULES ON RATE 
DISCOUNTS 





James A. Beha Denies Company 
Right to File 





INTERPRETS RATE LAW 





Any Deviation Must Show Uniform Dis- 
count in All Classes According to 
Superintendent 


Recently a newly organized casualty insur- 
ance company wrote to the New York Insur- 
ance Department requesting permission to file 
with the department through the National Bu- 
reau of Casualty and Surety Underwriters rates 
for the various classes of insurance at discounts 
which vary with each class. Superintendent of 
Insurance James A. Beha in his reply last week 
denied the application and in doing so quoted 
subdivision 3, section 141-b of the insurance 
law as follows: 

“Every person, association or corporation au- 
thorized to transact the business of insurance 
within this State shall comply with the rates and 
the rules affecting such rates of the rating or- 
ganization in which it has membership or whose 
rates it adopts as its standard, but any such per- 
son, association or corporation upon thirty days’ 
notice of its intention so to do filed with the Su- 
perintendent of Insurance and with such rating 
organization may, for the ensuing year, subject 
to the approval of the Superintendent of Insur- 
ance, charge higher or lower rates than those 
fixed by such rating organization, in which 








event it shall for such ensuing year make a uni- 
form percentage addition to the rates fixed by 
such rating organization or a uniform percen- 
tage deduction therefrom upon all classes of 
risks written by it and rated by such rating or- 
ganization, and failure to do so shall in each 
and every case constitute a separate misde- 
meanor subject to the penalties provided in 
Section 141 of this chapter.” 

He wrote that the provisions of that section 
of the law made it clear that, if a member of the 
rating organization wishes to allow a discount 
from the rates, it must be a uniform percent- 
age deduction therefrom upon all classes of 
risks written by the company and rated by such 
rating organization. 

Superintendent Beha also wrote to Acting 
General Manager Albert W. Whitney of the 
National Bureau of Casualty and Surety -Under- 
writers, requesting an expression of his views 
on the subject of those companies having partial 
membership in the bureau and filing independent 
rates for other classes of business rated by the 
bureau. wo 
Universal Casualty Enters California 

The Universal Casualty Company of Dallas, 
Texas, running mate of the Universal Auto- 
mobile, has received its license to transact a 
general automobile and casualty business in 
California. 

R. H. Jenkins of Los Angeles and San Fran- 
cisco has been appointed general agent for the 
Universal Casualty Company. Mr. Jenkins also 
represents the Universal Automobile and Trin- 
ity Fire, of Dallas, all three companies being 
of the same group. 














SEVEN 7 POINT FULL COVERAGE AUTOMOBILE POLICY 











News is the unusual. Here is news for agents, because an unusual 
proposition is available to certain agents who can qualify. 
Summed up, larger premium income and a chance to share in the 
profits—is the proposition that will be explained to established 
agents who inquire. Please address the Agency Department. 


oe REPUBLIC 


CASUALTY & SURETY COMPANY 
35 East Wacker Drive, Chicago 








AUTOMOBILE 


INSURANCE 
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HEADS ILLINOIS AGENTS 


R. W. Troxell, of Springfield, Elected 
President 








R. P. DEVAN PRINCIPAL SPEAKER 





Resolution Against Companies in Viola- 
tion—Opposition Expressed to Self- 
Insurance Among Public Utilities 

Cuicaco, ILt., November 2.—R. W. Troxell 
of Springfield was elected president of the Illi- 
nois Association of Insurance Agents last week- 
at the conclusion of the largest and most suc- 
cessful convention in the association’s history. 
Over 250 agents registered for the convention, 
to say nothing of the large number of field men 
and company officials who were on hand to fra- 
ternize with the agents. James M. Newburger, 
retiring president, was elected chairman of the 
board of directors which was created to sup- 
plant the executive committee when a resolution 
authorizing incorporation of the association was 
adopted. 

Other officers include: W. A. Schneider, 
Kankakee, first vice-president; A. J. Teninga, 
Chicago, second vice-president; F. J. Budelier, 
Rock Island, third vice-president, and Shirley 
E. Moisant, Kankakee, re-elected secretary- 
treasurer. The chairmen of the standing com- 
mittees were elected as follows: H. J. Leach, 
Morris, organization; J. A. Giberson, Alton, 
grievance; George N. Wright, Aurora, Iegisla- 
tive; Rockwood Hosmer, Chicago, automobile ; 
Allan Murphy, Eldorado, fire prevention; and 
August Torpe, Jr., Chicago, public relations. 

The association adopted resolutions declaring 
the Firemens of Newark, the Girard Fire and 
Marine, Northwestern National, and National 
Union, “intentionally and continuously in viola- 


» tion” of association principles, the first two 


named for appointment of financial institutions 
as agents; the third as in violation of the prin- 
ciple as to agency ownership of expirations, and 
the last named for multiple agency appointments 
and appointment of financial institutions. 

The association, while not adopting a formal 
resolution, expressed opposition to public utility 
companies becoming self-insurers or dealing 
with reciprocals or mutuals, and expressed the 
opinion that utility companies should place their 
insurance with stock companies because they 
are among the principal investors in utility 
securities. 

R. P. DeVan of Charleston, W. Va., presi- 
dent of the National Association, was one of 
the principal speakers. He urged the local 
agents to join with the national association in 
its plan to dispose of controversial issues and to 
devote its principal efforts to development of 
business for its members. In discussing the 
Milwaukee declaration he urged the members to 
aid in the enforcement of the declaration by not 
doing business with companies which will not 
accept the principles. He pointed out that only 
four companies now are in violation of the prin- 
ciples and that if the association members had 
been unanimous in enforcing its rules against 
the first violator there would not have been a 
second. He also urged the members to use the 


automobile identification certificate. 

The agents were welcomed by J. Emil Smith, 
mayor of Springfield. 

Among the speakers were: L. C. Edson, ac- 
cident superintendent, Zurich, Chicago; Edward 
Lawson, western manager, William F. McGee 
and Company; John G. Yost, assistant secre- 
tary, Fidelity and Deposit, Baltimore; Harold 
M. O’Brien, president, Chicago Fire and Ma- 
rine; E. Irving Fiery, Bowes and Company, 
Chicago; and Dwight Ingram, Griffin, Ingram 
and Pfaff, Chicago. 

John F. Stafford, Chicago, western manager 
of the Sun, and John W. Longnecker, Hart- 
ford Fire, were among the banquet speakers. 


Coming Sessions of State Legislatures 

The Congress of the United States will meet 
December 3, 1928. State legislatures will be 
in session in 1929 beginning with the dates 
named below, according to the Weekly Un- 
derwriter : 





Alaska ee | rer Jan. 21 
ARIUOUR choc Jan. 14 New Hampshire..Jan. 2 
Arkansas: 3.660 14 New Jersey .....Jan. 8 
California ...<...' an.’ 7 New Mexico Jan, 6 
co Te ra jan. 2 New York ...... Jan. 2 
Connecticut ..... Jan. 9 North Carolina ..Jan. 9 
Delaware ....... yan 1 North Dakota ...Jan. 8 
ANOTIGD, asis oso 008 Apr. 2 CT een Se 7 
| ry June 26 Oklahoma ....... Jan. 8 
Hawaii Feb. 20 Oregon ..+0ssss «Jan. 14 
BRO. soars oo 's' oe 00 Jan, 7 Pennsylvania ....Jan. 1 
PRIOIB ae cn slows Jan. 9 Porto Rico ..... eb. 11 
es Jan. 10 Rhode Island Jan. 1 
LIND se seawsces Jan. 14 South Carolina Jan. 8 
AMOR: Socas'n'seiere Jan. 8 South Dakota Jan. 8 
PRMERE saa ecccann jan. 2 Tennessee ....... tan, 7 
Maryland 255%... gan. 2°" SRERES ic oaceceens Jan. 8 
Massachisetis.;..Jan. 2 Utah sccisssscss . 14 
Michigan ........ jan. 2 Vermont .... jan, 9 
Minnesota ...... Jan. 8 Washington ..... . 14 
DEIBBONET «6.0.05 5.016 yan. 2 West Virginia ...Jan. 9 
Montana ........ Jan. 7 Wisconsin ...... a, 3 
Nebraska ....... Jan. 1 WYOWUNE ... 5065<. Jan. 8 


Inter-Ocean Casualty in New Offices 

The Inter-Ocean Casualty Company of Cin- 
cinnati has moved into greatly enlarged quarters 
in the American Building on the North West 
corner of Central Parkway at Walnut street 
that city. 


EQUITABLE LIFE AND CASUALTY TO 
MOVE 

Locate Head Office in Louisville— 

Plans to Write Life Insurance 

J. W. Bain, president and general manager 
of the Equitable Life and Casualty Company, 
of Frankfort, Ky., has announced that the head 
offices of the company will be moved to Louis- 
ville. The company has previously maintained 
its executive office in Chicago and this office 
will be continued as a branch office. The com- 
pany recently purchased a ten-story building 
at 4th and Market streets, where it will shortly 
be established. 

The company expects shortly to increase its 
capital and will thereafter start writing life in- 
surance. It has had a nice increase in business 
during the past year. 


Will 


Toronto Casualty Fire and Marine 

Toronto, Can., November 1.—At a meeting 
held to-day, the shareholders of the Toronto 
Casualty, Fire and Marine Insurance Company 
approved the proposal for the company to take 
over the Atlantic Insurance Company, Ltd., giv- 
ing one of its shares for every four shares of 
the Atlantic. The latter are $100 par value, 10 
per cent paid. 

Important changes in the capital were also 
approved. The authorized capital of the To- 
ronto Casualty now is $2,000,000, in 20,000 
shares of $100 each. Of these, 11,193 shares 
are subscribed, with $306,465 paid. The new 
capital is to be 200,000 shares of $10 each, fully 
paid. 

An offer from the Canadian General Securi- 
ties, Ltd., to take a minimum of 15,000 shares 
and a maximum of 26,000 shares, at a price to 
be determined by a division of the tangible as- 
sets of the company among the number of 
shares outstanding, was accepted. This divi- 
sion now works out at $24 a share, it was 
stated at the meeting. 
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SAFETY ENGINEERS 
CONFER 


Maryland Casualty Holds Tenth 
Anniversary Meeting 








CHARLES L. BUSSING PRESENTS 
PRIZES 





F. Highlands Burns Presides at Sessions 
Attended by Company’s Staff 


The tenth annual conference of Safety Engi- 
neers of the Maryland Casualty Company was 
held October 31, November 1 and 2, at the home 
office in Baltimore, several sessions including 
joint sessions with claim managers and payroll 
auditors, who were also in Baltimore attending 
conferences in their departments. The men 
came from all parts of the country. Holger 
Jenson, manager of the Engineering and Rating 
Division, was in charge of the conference. 

These conferences, which are: doing much for 
the promotion of safety, were begun in 1919. 
President F. Highlands Burns, who opened the 
first conference in 1919 in his capacity as first 
vice-president, made the address of welcome at 
the tenth anniversary convention. 

Among the speakers and subjects were Dr. 
Frank S. Lynn, clinical professor of surgery, 
University of Maryland, who spoke on “Infec- 
tions”; Dr. Warren Johnson of Boston, “As- 
phyxia and its Treatment by Oxygen and Car- 
bon Dioxide’; J. Carl Fisher, Consolidated 
Gas, Electric Light and Power Company, Balti- 
more, “Illumination”; L. J. Bowker, Mine 
Safety Appliances Company, “Proper Use of 
Gas Masks,” and Frank Hutchins, Richard-Wil- 
cox Manufacturing Company, “Elevator Inter- 
locks.” Dr. A. D. Lazenby, chief surgeon of 
the company, was also one of the speakers. 

The annual prize of $100 offered by President 
Burns for the best safety bulletin idea submitted 
was awarded to James A. Pearce and Forrest 
Buckley, both of Philadelphia, who submitted 
their suggestion jointly. Thomas C. King, of 
Charlotte, North Carolina, and Miss Mae Weis- 
hampel of the home office received honorable 
mention for their suggestions. 

Charles L. Bussing of New York, noted for 
his safety work as Al B. Careful, gave five 
sets of silver which were allotted by contests 
to members of the home office and field force 
in the engineering and rating division. 

The visitors joined the Safety Engineering 
Club of Baltimore at a dinner at the Emerson 
Hotel, where Lewis A. DeBlois, director of 
safety engineering division of the National 
Bureau of Casualty and Surety Underwriters, 
spoke on the subject: “Production vs. Safety.” 


Joins Central Surety 

The Central Surety and Insurance Corpora- 
tion of Kansas City announces that Bruce 
Wright, for the past eight years assistant man- 
ager of the bonding department of the Kansas 
City branch of the A2tna Casualty and Surety 
Company, has joined its bonding department at 
its home office, and that Ray Manor, who also 
was formerly with the A£tna Casualty, has 
joined its city department. 


Universal Casualty Enters Indiana 

The Universal Casualty Company of Dallas, 
Tex., running mate of the Universal Automo- 
bile, has been licensed to write general casualty 
and full coverage automobile lines by the In- 
surance Department of Indiana. 

The Universal Casualty Company will oper- 
ate in Indiana through the Central West De- 
partment, branch office of the Universal Auto- 
mobile, located in Indianapolis, Chamber of 
Commerce Building. George R. Mullins, branch 
manager of the Universal Automobile, will act 
in the same capacity for the Universal Casualty. 
The Universal Automobile and the Universal 


Casualty maintain a complete underwriting de- . 


partment and claim office in Indianapolis with 


a large force of special agents and adjusters. 


MASSACHUSETTS BONDING 
APPOINTMENT 


Lawrence H. Phister Made Resident Vice- 
President in Missouri 


Wallace J. Falvey, vice-president of the Mass- 
achusetts Bonding and Insurance Company, of 
Boston, has announced the appointment of the 
Phister Insurance Company of Kansas City, 
Mo., and St. Louis, as general agents for the 
States of Missouri, Kansas, and Southern IIli- 
nois. Lawrence H. Phister, head of the agency, 
was made resident vice-president for the com- 
pany in the same territory. 

The Phister agency formerly represented the 
Maryland Casualty Company, of Baltimore, as 
general agents. 
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Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibili- 
ties of Credit Insurance? 
thousands of well-known Manufacturers and 
Jobbers in every line—in every part of the coun- 


try—carry policies of 


American Credit Insurance? 


Do you know that 











Do you know that this broad protective service 
That it is extensively 
advertised? That it offers an exceptionally effi- 
cient Collection Service, through an organization 
of trained specialists operating in 12 strategical 


is endorsed by bankers? 





cities of the United States and Canada? 


Perhaps you know these things, but have said 
that Credit Insurance is too technical, too in- 


volved for you to handle. 


It is true that it re- 


quires a specially trained agent to sell our 
policies; but we have originated a plan by which 
a General Insurance Broker can function in co- 
operation with our regular agents—and make 


money doing it. 


Why not investigate the possibilities? Find 
out how many of your present clients are not 
protected by Credit Insurance, then write or 
phone any of our offices for full particulars of our 


plan. 


<The AMERICAN 


CrREDIT~ INDEMNITY Co. 


OF NEW YORK 


J. F. M° FADDEN. presipENT 


Offices in all leading Cities: 


New York, St. Louis, Chicago, Cleveland, Boston, 


San Francisco, Philadelphia, Baltimore, 


Detroit, 


Atlanta, Milwaukee, Etc. 
In Canada: Toronto, Montreal, Etc. 


J-593 4 
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LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 

Fidelity Phenix Fire United States Fire National Fire of | 

of New York of New York Hartford 
Automobile of Hart- National Liberty of New Amsterdam 

ford New York Casualty Co. 
Standard of New _— State of Penn. Indemnity Company 

York Stuyvesant of New of America 
National Uni ork 

Pitteburgh BROKERS’ LINES SOLICITED 









































Actuarial 

















Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Calculations Consultations 
Examinations uations 
25 CHURCH STREET EW YORK 












Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 




















E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


———— 














MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 
































T. J. McCOMB 


CONSULTING ACTUARY 
OKLAHOMA CITY, OKLA. 


Colcord Bldg. 















WOODWARD, FONDILLER and RYAN 
~~ Consuttine Actuaries 

InsuRANCE ACCOUNTANTS 

Harwood E. Ryan 

Richard Fondiller 

Jonathan G. Sharp 


75 Fulton St. 
New York 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





~—— 





FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 
Pred E. Swartz, C. P. A. 

W. L. Clayton 
E. P. Higgins 
J. A. Craig, C. P. A. 


THE BOURSE PHILADELPHIA 

















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 























JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ord inary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Son an Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
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JAMES R. COTHRAN 


Consulting Actuary 
306 Candler Building 





ATLANTA, GA. 




















Actuarial Independent Adjuster 
— ————— _ 
GEORGE B. BUCK ADJUSTERS & APPRAISERS 
ACTUARY LIMITED 
| ste gp | fe Sates * Incorporated 1914—Dominion Charter 
25 SPRUCE ST. NEW YORK Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES 
JNO. A. COPELAND i  pensinins “Telephone Ma 800-2807 
BRANCH OFFICE: 11 Mountain Hill, Quebec City 














PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT 


Intelligent Prospect- Closing the Transac- 


ing ion 

Common Sense Ap- Selling Insurance to 
proach omen 

Meeting Objections Nailing Lapses at 
with a Smile Their Source 


Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 
Setting a Definite Ideas Off the Beaten 


Goa’ Path 
Keeping Old Con- Programming Insur- 
tracts Bright 


ance 
Cracking Some Hard Newer Plans of Pro- 
uts tection 
Agency Building and Claims Service 


Producing Permanent Policyholders 


sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 























Room 101 Memorial Bldg., Nashville, Tenn. 

























HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 








SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
a American Institute of Actuaries, 
Associate, oe Institute of Actuaries. 
MAJOR E. P. ALLEN, D. S. O., 
Associate, pL Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 
LS TL, RTE! «vn ay 





Translations 








H. J. WERDER 
ranslations 
from English, German, French, Spanish, Italian, 
Dutch, Danish and Norwegian into German: and 


English. 
O years insurance experience 
D M NE WORK 


FIRE A AND 
80 MAIDEN LANE, ROOM 1801 JOHN 2484 
Ask for. Rate Card 


or 











Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 


PRICES 
Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
2a . 875 100 “ .. 30.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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BIG OPPORTUNITIES IN TEXAS WITH 


Great Republic Life Insurance Company 


This Company has attractive General Agency openings in 
Texas at Houston, San Antonio, Amarillo and other points in 
the State. Very attractive first year and renewal commissions 
and exceptional line of policies. If you have a satisfactory 
record of successful experience and are interested in building a 
profitable future with a progressive Western company, com- 
municate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., who expects 
to visit Texas about May 1 and will arrange to see you person- 


ally. 














THE GUARANTY LIFE INS, CO, 


DAVENPORT, IA. 





New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUCHERTY, Sec’y and Mgr. 











An Exceptional Opportunity 


for 
General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 
Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 




















EUREKA MARYLAND ASSURANCE CORP. 
of 
BALTIMORE, MARYLAND 
Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, JR., Pres. J. BARRY MAHOOL, Vice-Pres. 
A. W. MEARS, Sec’y A. VICTOR WEAVER, Treas. 





Central States Life 


Insurance Company 
St. Louis, Mo. 


Policies for All Ages 1 to 70 

Both Participating and Non Participating 

Children’s Policies with Beneficiary In- 
surance 

Disability and Double Indemnity 

Surgical and Dismemberment Benefits 

Special Monthly Premium Plan 

Non Medical 

Standard and Sub-Standard 

Sales Planning Circularization 

Perseverance and Producers Clubs 

Special and Standard Policies 





AVAILABLE TERRITORY IN ARK., 
CALIF., COLO., FLA., IDA., IOWA, ILL., 
KAN., MO., MONT., MINN., NEBR., 
OKLA., N. M., S. D., TEX., UTAH, WYO. 











WRITE DIRECT TO HOME OFFICE 














“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THe SPECTATOR 
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BA_TIMORE 








“ A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 
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1 National Liberty 
INSURANCE STOCKS Se. ae eS rt ri Henry G. nee Ce Co., i. ee ade = - 
The following quotations, as of November 5, te cilbert Biiott B Co, Neve. .....55: 454 46% e —— ee ONO os isles se 
1928, are from reliable houses, and if any of Arthur Atkins & Co., N. ¥........-- 400 415 McKinley & Co., N..V.........006- 300 305 
> H Glens Falls Lewis & Co., Haxttord ae nleeeche a eee 297 302 
cur readers are interested in stocks not appear- poy 1, ae 61 64 Nations! Union 
ing in this list, the Research Bureau of THE J. Ba Ay ag 4 = we wes nest? yf 63 J. ‘Roy Prosser & Co. Ne seteees 345 = 
SPECTATOR will endeavor to supply the data: qicilbert Hliott & sg ES See | - New Amsterdam Cas, 
. lobe & Rutgers 
: ; Bid Offered Lewis & Co., Hartford. ..........++- Leen Poa Ge. 7 Ge a be 
Ammuncan Attemce Gilbert Eliott & Co., N. ¥.C........ 2850 2925 a 
Arthur Atkins & Co., SS ee Great American Ins. Co. 2850 2925 Ss Rin 1& Co., eect 66 70 
American Equitable 705 722 L. A. Hollander & Co., Newark...... az 4 pps nn, ganda 
Henry G. Rolston & Co,, N. Y...... 35 36 J. Roy Prosser & Co., N.V.......-. 49 50 aay Wane et. 91 93 
American Insurance Co. of SET Arthur Atkins & Co., N. Y.......... 49 50 J oye Ga. —— 91 93 
Arthur Atkins & Co., N. Y.......... 29 31 Lewis & Co., Hartford.............- 48 50 a : Bn yee TT menace bi be 
Miliken & Pell, Newark, N. J........ 29 30 Gilbert Eliott & Co., N. Y.C........ 48 50 - — by _ Si ee 
J. S. Rippel & Co., Newark.......... 29% 30 Guardian Fire Assn. Corp. 4814 4914 Ch — Si : eo 15 17 
L. A. Hollander & ‘Co. aon S taceabice 29 30 Henry G. Rolston & Co., N. Y...... ar ~ incere es BO. ...-- 
Gilbert Eliott & Co., N. ¥.C........ 29 30 Hanover Fire (ex stock div.) 165 172 Niagara ag vaaen 135 140 
American Reserve Ins. Co, Arthur Atkins & Co., N. Y.........-. cay? yoy — paepiateglahamenns 
J. Roy Prosser & Co., N.Y......... 83 86 Lewis & Co., Hartford..........+++- 76 80 nar deere ta. 10.8 323 330 
ee ee NeW. G00 83 88 Gilbert. Eliott & Con N.Y. Eo... 75 80 Nees Re a TEN... + +++ 
erica: amandera Halifax Fire (ex rights 
Henry G. Rolston & Co., N. Y...... 78 80 Perez F. Huff & Co., N. Y..... Pian i peitenry, G. Rolston Co NeVs..is..* 266 180 
Kr ee —_ J. Roy Prosser & BoaNES. ces. cess -. 4 7’ Roy Prosser & Co., N.Y. 7 73 76 
——— & So te = OS OE ee 265 275 eee ee Co. magne 44% fienty G. Rolston & CoLN. xy. 74 76 
rosser O., IN. XS eccccccce 
Arthur Atkins & Co., siietecsioh isa 530 575 Sotiee Attins 6 Co,, NOW... «5.0.0.4. 75 78 Philadelpnia National Fire a7 28 
Gilbert Eliott & Cow’ No¥. .00.2.! 525-575 Henry G, Rolston & eee e...... 74 77 rin he a-ha lala nnnn 
Bankers Indemnity (Newark) Home (N. Y.) ex Home Sec. Co. 74 = te & Co., Chicago 29 
Miliken & Pell, Newark, N. J........ 21% =. 2284 J. Roy Prosser & CoN : ee Sere - rg pg “» Bess sss 
J. S. Rippel & Co., Newark a ae 2134 22% McKinley & Co., N. Y.....seeeecee 605 615 u ri Rip ni Sia 2634 2734 
it - & 'Co., Newark... 21% 22% Gilbert eee & Co. 7 i BSS oinic ere = = age Ue ora ae Te SESS 
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Henry G. . Retston Co, N.Y...... 300 112 Gilbert Eliott & ox Co a Cee 91 94 Henry G. ee: ‘Co, 7 N. 214 3 
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Arthur Atkins & “* Sa PEE Tee 29 31 Independence Fire Ins. Co._ ee, a ney “ev4 gg N. Y.....06- . 
McKinley & Co., piace ol 31 Morley Wood & Co., Phila......... 19 21 Roy Prosser & Co., N. ¥ 205 210 
Morley, Wood & és. ie: 2944 30% Ins. Co. of North America | ic Aaa ag 3 eer 205 210 
L. A. Hollander & Co. * Newark...... 291% 30% Morley Wood & Co., Phila......... 77 79 McKinley d Ory N. Yonscccccscccee 
Gilbert Eliott & Co., N. Y.C........ 29144 30% Lewis & Co., Hartford............-. 77 79 ee ae & Co., N.Y 40 41 
Carolina Insurance Maryland Casualty send Pe a te eee 40 41 
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Charles Sincere & Co., Chicago. ..... 16 se “eee... a Arthur Atkins & Co., N. Y..-.... +0 300-310 
g' Arthur Atkins ’ Eliott & C ’N. vc 300 310 
City of New York Ins. Co. Milwaukee Mechanics s ue & a ee eo arr eee ues 
Arthur Atkins & Co., N. Y.. ne 561 Arthur Atkins & Co., N. Y........-- 46 49 un Li -s -  eiiailclas 9025 2100 
Commercial Cas. Ins. Co. Henry G. Rolston & fod I). vacein 46 48 Bg —. "aaa 
Miliken & Pell, Newark, N. J........ 52 55 Gilbert Eliott & Co., N. We 45 48 ‘= es Rolston & Co, N.Y... 109 113 
J. S. Rippel & Co., Newark Dchaadie 50 55 Missouri State Life "nae Poe & Ge. 109 111 
Gilbert Eliott & Co., i Jn eee 51 55 Arthur Atkins & Co., N. Y.........- 116 119 J. Roy Co, H rtf a” Oc ih aah aed 109 111 
Constitution Ind. Co. Perez F. Huff & Co., New York...... 115 120 Lewis & Co., Hartford.............- 
Morley, Wood & Co., Phila......... 33 37 
Continental Assurance 
Charles Sincere Co., Chicago........ 95 98 
Continental Cas. 
Charles Sincere & Co., Chicago...... 72 75 
Continental Ins. Co. 
Lewis & Co., Hartford.............. 84 85 
: Eagle Fire (Newark) 
Ss = ere 1& Son Newark pens esbiee 89 3 
ilbert Eliott & : SS a, 90 i 
Excess Ins. Co. of America WV 
Gilbert Eliott & Co., N. Y.C........ 19 21 ill Buy or Sell 
Fidelity-Phenix 
- oats & oc: LS ere 93 95 e 
idelity and Casualty A F In 
Arthur Atkins & Go,,N. Y........- 202 208 etna Fire Insurance Co. 
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ilbert Eliott & Co., N. Y.C........ 205 2 
Fire Assn. of Philadelphia C al Cas ] Co 
Morley, Weed COON. Yoo eoe: 184934 ontinent ualty Co. 
ao s Insurance Co. of A al (ex. d anus me " 
iliken & Pell, Newark, N. J........ 5 
Henry G. Rolston & Co., _ 3) ee 45% 46 F m Insurance 
J. S. Rippel & Co., Newark......... 45% 46 ire ens 
« e 
Halifax Fire Insurance 
As An Investment Suggestion : ] C ] C 
- ational Casualty Co. 


Continental Home Insurance Co. 
Casualty Home Fire Security Co. 


Insurance Co. United States Fire Insurance 


CHARLES SINCERE & C0. nquivies Invited 
eric ere CLINTON GILBERT 


Members Chicago Board of Trade Established 1890 
2 WALL STREET NEW YORK 
231 South La Salle St. Telephones: RECtor 4845 and 8720 
Chicago Private Telephone to Hartford 
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Universal Ins. Co. 


Arthur Atkins & Co., N. Y.......... 78 


United States bP ey & aaa cn 





J. Roy Prosser & Co... N. V......... 445 460 
Henry G. Rolston & Co., x » een 460 475 
Victory Insurance Co. 
Morley, Wood & Co., Phila......... 25 27 
Virginia F. & M. 
Arthur Atkins & Co., N. V.......... 126 134 
J. Roy Prosser & Co. RS Ae Re 128 135 
Westchester Fire 
Moeller: & Ca: No WY. oo. cee cksas 100 102 
Arthur Atkins & Co., |. See 98 102 
j. moy Peomes & Co... NW. VY. i... 8 100 102 
HARTFORD STOCKS 
—_ Sonne! Sate 
Conning & a” ere 1120 1150 
Lewis & OU eee 1110 1150 
Aetna Insurance (Fire) 
Conning & Co., Hartford............ 880 890 
Lewis & Co., Hartford.............. 880 890 
Aetna Fire (rights) 
oe & 4 Hastieed EN ncacrenes 264 267 
Aetna Life Ins. C 
Conning & Co., “Hartford Maeve Meee 870 880 
Lewis & Co., Hartford.............. 870 880 
Automobile Insurance 
Conning & Co., Hartford............ 440 450 
Lewis & Co., Hartford.............. 440 450 
Conn. General Life 
Conning & Co., Hartford............ 1700 1725 
Lewis & Co., Hartford.............. 1700 1725 
Hartford Fire 
Conning & Co., Hartford............ 830 840 
Rewis. & Co., Tattlord. ......acsccess 830 840 
Hartford Steam Boiler 
Conning & Co., Hartford............ 720 750 
Lewis & Co., Hartford.............. 725 750 
National Fire 
Conning & Co., Hartford........... 1120 1150 
Lewis & Co., Hartford.............. 1120 1150 
Henry G. Rolston & Co., N. ¥.C.... 1145 1170 
Phoenix Insurance 
Conning & Co., Hartford........... 810 820 
Lewis & Co., Hartford.............. 810 820 
Travelers Insurance (ex rights) 
Conning & Co., Hartford............ 1565 1585 
Lewis & Co., Hartford.............. 1565 1585 
NEW ENGLAND STOCKS 
American Investment Securities Co. 
Chas. A. Day & Co., Inc., Boston.... 22 25 
Boston Casualty 
s. A. Day & Co., Inc., Boston... . 15 20 
eaten ‘Insurance 
Chas A. Day & Co., Inc., Boston... 1175 1250 
be, a Fire Ins. Co. 
has. A. Day & Co. Inc,. Boston 
err 95 
MME asta aia dine gata a eee a 285 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 420 430 
Mass. Bond. & Ins. Co. (new) 
Chas. A. Day & Co., Inc., Boston.... 535 565 
Mass. Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston... . 25 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston... . 48 53 
New Hampshire Fire 
Chas. A. Day & Co., Inc., Boston.... 500 550 
Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 300 
Providence--Washington 
Chas. A. Day & Co., Inc., Boston.... 725 750 
Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston.... 200 215 
United Life and Accident Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 33 38 
emcee — 


























INSURANCE 
COMPANY STOCKS 


Six of the stocks recommended 
by us last year more than 
doubled in value. Write for 
Circular B D which describes 
several issues which still seem 
to be underpriced. 





Quotations on Request 


ARTHUR ATKINS & CO. 


27 William Street 
New York 


Hanover 3707 
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206 BROADWAY 


G. L. STONE 








Established in 1922 and placed to date approximately 
16,000 insurance employees, local and out of town. 


CORTLANDT 7850 


Formerly employment manager National Surety Company 


POSITION SECURING BUREAU, INC. 


NEW YORK 


“CENTRAL INSURANCE EMPLOYMENT BUREAU” 


Now entering its seventh year of service to insurance 
companies, agents and brokers (all lines) supplying 
qualified insurance employees, both male and female, 
from the highest executive down to the office boy. 


PRESIDENT | 
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S. C. Doolittle Wins Golf Tournament 

BaLtiMorE, Mp., November 3.—S. C. Doo- 
little, advertising manager, to-day won the an- 
nual golf tournament held by the Fidelity and 
Deposit Company, defeating Frank A. Bach, 
second vice-president, three and one. 

In the qualifying round the low gross prize 
was won by S. C. Doolittle and the low net by 
S. M. Hoyt. 

In the first round of the first eight E. R. 
Nuttle defeated E. M. Smith seven and five; 
S. C. Doolittle defeated E. V. Schockley eight 
and six; J. A. Luhn, vice-president claim de- 
partment, defeated J. Jackson three and two; 
F. A. Bach defeated S. M. Hoyt. In the sec- 
ond round S. C. Doolittle defeated E. R. Nut- 
tle, vice-president production department, three 
and one; F. A. Bach defeated J. A. Luhn three 
and two. In the finals Doolittle defeated Bach 
three and one. 

In the second eight C. V. Marsh, comptroller, 
defeated J. S. Galloway five and four; Elmer 
McCahan defeated J. C. Lockard six and five. 
Dr. C. V. Richards received a bye. C. C. 
Kessler defeated J. J. Byrne two and one. In 
the second round C. V. R. Marsh defeated 
Elmer McCahan three and two; C. C. Kessler 
defeated Dr. C. V. Richards five and four. In 
the finals C. V. R. Marsh defeated C. C. Kess- 
ler eight and seven. 


Agency Director Is Feted 

BINGHAMTON, N. Y., November 3.—Warren 
B. Smith, agency director for the New York 
Life Insurance Company in Binghamton for the 
last 12 years, who became agency director for 
that company in Buffalo, November 1, was the 
guest of honor at testimonial dinners and meet- 
ings held by the Lions Club of Binghamton, 
and the Binghamton Life Underwriters Asso- 
ciation, just preceding his departure from the 
city. The Lions Club, of which Mr. Smith is 
a past president, presented him with a past 
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president’s button, and a treaveling bag. The 
underwriters association gave him a fine cigar 
lighter. 





Foreign News 











Credit Insurance in Austria 

The intended formation of a credit insurance 
company with a capital of 5 million shillings, 
which was to have the name of Austrian Credit 
Insurance Company, Ltd., may be considered 
as definitely abandoned. The banks, which were 
to participate in this enterprise, backed out in 
the 11th hour, due to the fact that they at pres- 
ent guaranty these risks for which they col- 
lect a premium aside from the interest charge, 
which would have been lost in case the intended 
company would have become a reality. Officially 
it is stated that the Austrian business is too 
small to warrant the enterprise—From Revue 
Suisse des Assurances et de Jurisprudence. 


Guardian Fire to Split Stock 

The directors of the Guardian Fire Assur- 
ance Corporation of New York, upon recom- 
mendation of the executive and financial com- 
mittee, adopted a resolution at their regular 
quarterly meeting last week to declare an extra 
dividend of $1 per share in addition to the reg- 
ular quarterly dividend of $1.25 per share, the 
dividend to be payable November 1 to stockhold- 
ers of record October 20. The directors also 
adopted a resolution to recommend to the stock- 
holders of the company that the present capital- 
ization consisting of 40,000 shares of a par 
value of $25 per share be changed to 100,000 
shares of a par value of $10 per share and that, 
if the recommendation is approved by the stock- 
holders, each stockholder receive 2% shares of 
new stock for each share of present stock 
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A PROPHET SEES Throw Away the 
THE FUTURE PROFIT Old-Fashioned Card Index 


' , Life I t 
The donkey who spent his days on a treadmill had too ioe tae ‘eee. 
this to console him on his endless grind—he was longer to put up with old- 


fashioned card index sys- 
sure to eat regularly. tems for keeping track of 


Even if he could be sure to eat his fill every day, — ig pai ‘ od 

4 . ’ . H © agent wno 1s Careful oO 1s 
which he isn’t, the sub-agent finds little consolation diner teeinnentiaiain aide ts 
in his treadmill existence. His human mind re- be without the Life Insur- 
quires future provision assured beyond doubt. ance Register. 


Here is the kind of a Life 
The General Agent Creates Future ecreleslenineaasmathunhanes 
Wealth for Himself have always wished for but 


never could find! All the 
information needed _ to 


Are you ready to graduate into the gen- analyze your client's life 


the Birthday dates of your 
policyholders. 

The last word in life insur- 
ance records—at the lowest 
price! That is what we 
offer you, for the Life In- 
surance Register is priced 
at $7.25. ink of it—a 
loose - leaf, well - bound, 
stamped - in - gold, post 
binder, sheets for 450 ac- 
counts and the greatest 
system ever devised for 
keeping a real record of 
your life insurance busi- 
ness—for $7.25. You must 
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handsome current income and ever- cured in a moment. before you. Use the coupon 
increasing security for your own future. It is easy too, to keep tab of NOW! 
IRA F. ARCHER Accurate Loose-Leaf Co. 
Superintendent of Agencies NEW YORK CITY 
Accurate Loose-Leaf Co., 81 Nassau Street, New York Oity, WN. Y. 
LOUISIANA STATE LIFE INSURANCE CO. Gentlemen: You may send me literature describing the Life Insur- 
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Some Thoughts on Non-Medical Life Insurance 


HE non-medical way of writing life in- 

surance has been found to be a very 

practical way—a short cut to good pros- 
pects for larger amounts. 


Experience of American companies should be 
as favorable as that of the English companies 
although we believe there is some question as 
to the word of an American being worth 100 
per cent in these days. It is said that the word 
of an Englishman is at or above par even now. 
While perhaps it is best not to discuss word 
values at this time (much could be said) we 
‘Can assert without fear of hurting anyone, that 
if we are to be as successful with non-medical 
as our English brothers have been, we must 
go at it seriously, strike out boldly, studying 
it as a special form of life insurance requir- 
ing .special treatment and the development of 
adequate defenses. 


Any company starting to write non-medical 
with a fear complex will pass along said com- 
plex to the manager and in turn the field men 
will likely get it. As a result the experience 
will be unsatisfactory, maybe costly. 

If home office doesn’t study non-medical from 
*the-standpoint of a department requiring exper- 
ienced handling and supervision, the field men 
‘will soon find it out and the underwriting 
‘morale of the first line of defense will be 
“busted” to start with. The half-way method, 

-experimenting, and that sort of thing, won't 
go in non-medical any more than it does with 
disability. I repeat, it’s a special field, with its 
own special hazards it is true, and must be or- 
ganized and operated as such. 

Agents are not expected to become medical 
‘examiners. They are supposed to utilize their 
powers of observation, which powers will very 
‘likely need imtensive training. With such an 
X-ray eye developed, along with the sympathetic 
approach and strictly business-like mien, the 
“honest agent meeting up with the honest appli- 
-cant, will paint a very accurate pen-picture, will 
“bring out medical histories—and other things— 
entirely regardless of the length of the blank 
or number of questions. After all these are 
-the ordinary requirements of any successful in- 
surance producer, and the more skilled he be- 
ecomes in non-medical underwriting the larger 
and more satisfactory will be his volume of 
eexamined business. 

Given a dishonest agent or applicant—one or 
‘both—regardless of length of blank, number 





From an address before the Life Managers Club of 
‘Los Angeles, October 22, 1928. 


By Cuartes TuHeo. Curtine, M.D. 
Los Angeles, Calif. 


and character of questions, something will be 
put over. Such experiences however, are not 
entirely unknown where the medical examiner 
has been employed. 

Always insist that your agents leave the door 
open a little way at least, for a medical exam- 
ination that may possibly be requested, other- 
wise Mr. Agent will likely have a difficult time 
to make an appointment for such examination, 
or if the doctor suddenly appears, maybe he 
will be able to put over an examination and 
maybe not. It is pretty safe to say that if the 
agent promised the applicant that no examina- 
tion would be required, any “larger policy” that 
may be coveted in the immediate family be- 
comes merely a chasing of that proverbial 
“rainbow.” <A good client has been lost. It is 
a bad business policy to promise “no examina- 
tion.” 


Agents recently entering the field of life in- 
surance—what a grand one it is—are more 
easily taught and much more quickly grasp 
the high spots of non-medical underwriting, at 
least it would seem so. And why? Just be- 
cause they haven’t so much to unlearn, hence 
they more readily appreciate the responsibility 
that rests upon them because of the removal 
of the medical examiner from the picture. 


Marvel not that non-medical has come to 
stay and that it will be written in larger and 
larger amounts in all probability. Also that all 
companies will write it in due course has been 
predicted. I say “marvel not” for as my co- 
worker of many years, F. W. Heron, says: 


“An idea has value according to its ability 
to fill some human desire or need.” 

There is a need for non-medical and from 
experience to date the desire is there. But in 
all truth let us know what we are doing and 
properly train and supervise those who are to 
write it. 

Always remember that with the right kind 
of instruction, the agents will become better 
life producers from every angle and more satis- 
factory to your company. 

It is one thing to intelligently impress the 
field man with his new responsibility, and it’s 
quite another to scare him to death. Good 
agents are hard to get—if we have them by all 
means let us hang on to them. First study 
the non-medical problem yourself and learn how 
to paint the picture to them so that they real- 
ize in becoming non-medical field underwriters 
they are at the same time qualifying for a 
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bigger examined business and very much larger 
earnings. You can do this honestly for it is 
a fact; and their interest in life insurance will 
be greatly stimulated thereby. But if you don't 
know the principles of non-medical underwrit- 
ing, don’t try to bluff your agents. They will 
surely discover your ignorance. Brush up and 
get the non-medical vision, whether your com- 
pany writes it now or not. It likely will, then 
you will be prepared and the home office will 
appreciate your fore-knowledge. 


AN UNSATISFIED MORTGAGE 
How .a Widow’s Expectations Came to 
Naught 
In one of the company papers an incident is 
described in which a man who had apparently 
been very comfortably well off, died a few 
years ago, and left his estate in a rather in- 
volved condition. One particular item of the 
estate was the family residence, for which the 
owner had been offered $55,000 in cash, but 
had refused the bid. There was a mortgage of 
$33,060 on the house and when, in settling the 
estate, the property was sold, it went at auc- 
tion for $30,000, or $3000 less than the amount 

required to meet the mortgage. 


If the owner had had the wisdom to protect 
this mortgage by means of life insurance, his 
widow, over 70 years of age, and who had lived 
in the house for over 30 years, would not have 
had to move out. Undoubtedly the owner had, 
prior to his death, believed that there was an 
excellent equity in the property, but when it 
came to a forced sale it proved to be quite 
otherwise. This is a striking instance of the 
necessity for the protection of mortgage ob- 
ligations by means of life insurance. 


It also emphasizes the paramount value of 
life insurance as a means of providing for 
dependents. If the husband in this case had in- 
vested in life insurance instead of real estate, 
his widow would have possessed an asset of 
which the value would have been absolutely free 
from danger of depreciation, and one which 
would have been payable to her at once or which 
would have provided her with a positively as- 
sured income. 


Life insurance is unique in that it is the 
one form of investment that does not involve 
any risk of depreciation, but which can be re- 
lied upon for the support of dependents to the 
amount of its full face value. 
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A Philadelphia Life Underwriter Who Believes 


in Life Insurance for Himself 


3y E. S. Banxs 


Athletic Club a few weeks ago that the 

banker, who was our host, remarked that 
business to-day was adopting the department 
store principles and he cited the case of Albert 
M. Greenfield & Co., as an example. 

“Why,” he remarked, “a young married man 
can go in there, buy a house, get a mortgage, 
open a bank account, buy securities, have his 
house insured, his furniture, his car and him- 
self insured all by simply walking from one de- 
partment to another.” 

And, as one visits the offices of Albert M. 
Greenfield & Co. and talks to the various depart- 
ment heads, he discovers that the banker was 
right and that the building houses several or- 
ganizations interlocking into one huge “depart- 
ment store of commerce.” For virtually every 
phase of business is handled by the organiza- 
tion. 

So vast is its business, so varied the needs of 
its clients, that about a year ago its insurance 
department, at the request of its customers, 
added the sale of life insurance and, in about 
eight months, has paid for some $2,000,000 in 
addition to $1,250,000 of group life insurance. 

The largest life insurance policy written this 
year in Philadelphia, and perhaps in the coun- 
try, was written by this department. It was for 
$1,000,000 on the life of J. David Stern and 
was placed when he purchased the Philadelphia 
Record a little more than a month ago. 

Political writers in Philadelphia will tell you 
that if Herbert Hoover is elected as the next 
President of the United States, that he can 
‘thank Mr. Greenfield. They will tell you that 
on the special train carrying the Philadelphia 
delegates, of whom Mr. Greenfield was one, 
to the Republican national convention at Kan- 
sas City, Mr. Greenfield was closeted for sev- 
eral hours with Senator-elect William S. Vare 
in a stateroom convincing the Philadelphia Re- 
publican leader that Hoover was the man the 
Philadelphia delegation should back for the 
nomination. And, it will be recalled, that on 
arriving at Kansas City, Vare.-after vainly try- 
ing to reach Secretary of the Treasury Mellon, 
who was head of the Pennsylvania delegation, 
finally issued a statement to the newspaper men 
that the Philadelphia delegates would back 
Hoover. That statement broke the opposition 
to the Secretary of Commerce as it assured his 
nomination on the first ballot. 

Everyone in Philadelphia knows Albert M. 
Greenfield. They know him first as the city’s 
leading realtor. And it is interesting to note 
here that his firm last year did a greater volume 
of business than any other real estate office in 
the country. They know him also for his charit- 
able work. And every once in a while they road 
of him as playing an important role in politics. 
Politics and charity, although they should per- 
haps be reversed, are his hobbies. 


I. was over the luncheon table at the Penn 


In addition, Albert Greenfield is the second 
most heavily insured man in Philadelphia. We 
believe that this article is the first mention ever 
made of the fact that he carries more than $2,- 
000,000 in personal insurance. He is topped 
only by John C. Martin, of the Curtis-Martin 
Newspapers, who carries $6,500,000. 

What does Mr. Greenfield think of life in- 
surance? He tells you that his answer is in 
the amount he carries. 

“What do I think of life insurance?” he re- 
peated. “I think the best answer to that is that 
some twenty years ago I took out my first pol- 
icy. It was a $1000 twenty-year endowment, 
which has since matured, and that in those years 
I have builded up my life insurance to where 
today I carry upwards of $2,000,000.” 

He is what “success” magazines term a self- 
made man. He was born in Poland in 1884 
and, when he was two years old, his parents 
came to the United States and settled down in 
Philadelphia, where they went into the house- 
furnishing business. They were poor and 
barely managed to eke out a livelihood for 
themselves and their six children, the youngest 
of whom was Albert. Young Albert, always 
a visionary, always looking ahead, finished his 
grammar schooling and then went to night 
school. Later he attended the Wharton School 
night courses and also the University of Penn- 
sylvania Law School. 

As a young man, he became a clerk in a real 
estate office. His duty was the copying of deeds. 
It was a monotonous task and young Greenfield 
often indulged in day dreams as he worked, 
dreams in which he saw the future Philadelphia 
—a city spreading westward and ever westward. 

And so, on his nineteenth birthday, he went 
in business for himself. He visualized the 
possibilities of West Philadelphia and he man- 
aged to sell his visions to a hard-boiled theatrical 
man—for all theatrical men are hard-boiled. 
He swung the deal for a theater in that section 
and he made a profit of $20,000 for his first year 
in business. 

That was the beginning. The beginning of 
what is now Albert M. Greenfield & Co. 

Philadelphians will tell you that the present 
day skyline of Philadelphia is largely due to 
Mr. Greenfield. And Albert Greenfield tells 
you that he believes it is an important part of 
a realtor’s task to aid in beautifying his city. 
He will tell you that a new building not only 
brightens up a bare lot and beautifies the city 
but that it also means more work for many 
men. 

Mr. Greenfield is of medium height. He has 
the high forehead of the visionary and student 
and the firm chin of the fighter. You notice 
those characteristics as you first meet him. It 
is difficult to interview Mr. Greenfield. He is 
courteous to you, answers your questions and 
acts the perfect host. But your thoughts and 
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his, too, are lost in the constant ringing of 
his telephone. 

The forehead and chin of Mr. Greenfield 
illustrate the man and, we believe, tell the rea- 
son for his success. For the story of his career 
is the story of a visionary, a student and a 
fighter in one. 

Success has not tended to make Mr. Green- 
field take things easy. He is perhaps the hard- 
est working big executive in Philadelphia. Of- 
ficers of his company inform you that he is 
at desk, day in and day out, from eight o’clock 
in the morning until seven at night. 

As Albert M. Greenfield grew, he discovered 
that real estate had many interlocking busi- 
nesses. So today finds the organization with 
its own insurance department, a department 
started years back as a “necessary evil” but 
now looked upon by Mr. Greenfield as an im- 
portant part of the business, and all the other 
departments necessary to the business. Each 
department is presided over by a vice-president 
of the company. In addition, officers of Albert 
M. Greenfield & Co. are directors in thirty-one 
building and loan associations, seven banks and 
trust companies, a bankers’ mortgage company 
and a bankers’ securities company. Mr. Green- 
field is president of the mortgage company and 
also of one of the banks. 

The insurance department was started orig- 
inally to handle insurance on properties handled 
by the company. The business was brokered 
until the latter part of 1924 when Newton C. 
Rohrabaugh became manager of the department. 
Together with Mr. Greenfield, he realized that 
the clients of the company were asking for 
more insurance protection and so the insurance 
department of Albert M. Greenfield & Co. 
ceased being brokers, became agents and added 
other lines. 

It was only in the last year that the depart- 
ment added life insurance. It makes no effort 
to solicit business. It will not solicit business 
but, what the banker termed the “department 
store principles” is working to get it the busi- 
ness. 

It is, perhaps, interesting to note the growth 
of the business written by the insurance de- 
partment. The following figures shows the 
premium income for the years beginning with 
1924: 1924, $190,000; 1925, $260,000; 1926, 
$360,000; 1927, $730,000. 

For 1928, the amount will be well over $1,- 
000,000. These premiums are for all classes 
of business. But at that, the volume makes it 
one of the largest insurance offices in Philadei- 
phia. 

The insurance department represents the Mu- 
tual Life of New York, the Prudential—inci- 
dentally last year it was the fourth biggest pro- 
ducer in Philadelphia for that company—the 
Massachusetts Mutual, the A&tna Life and the 
Travelers. 

It is agent for the Home of New York, Na- 
tional Liberty, Fidelity-Phenix, Travelers Fire, 
Niagara Fire, Allemania Fire, Stuyvesant Fire, 
American Union of Hartford, Chicago Fire 
and Marine and General of Seattle. 

It is general agent for the Zurich, General 
Accident and the National Surety. 
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To illustrate the department store idea: 

We were walking through the office with 
Mr. Greenfield’s assistant. 

“This,” he said, “is our leasing department. 
A newlywed can come in here, rent an apart- 
ment, secure fire insurance for his furniture, 
etc., and also life insurance. Then, when he 
feels that he wants a home, he comes back and 
we sell him a house, fix up his mortgage, his 
fire insurance, his building and loan and give 
him more life insurance, if he feels he needs 
it;? 

Philadelphia insurance agents will tell you 
that Albert M. Greenfield & Co. does a big in- 
surance business. They are frank in admitting 
that they are not pleased by it but they are also 
frank in telling you that it is only the natural 
trend of business and that even insurance seems 
to be’ tending towards the “department store 
idea.” 
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Life Insurance in France in 1927 

The life insurance business in France in 1927 
has been very satisfactory. Insurance in force 
has increased about 3 billion francs over 1926, 
of which amount about 500 million were written 
by mutuals, the rest by stock companies. 

For the past 3 years the totals in force coin- 
pare as follows: 


Capital Annuities 
December 31, 1925..... 13,049,347,092 149,449,127 
December 31, 1926..... 15,031,252,610 153,278,258 
December 31, 1927..... 18,003,179,699 160,018,286 


L’Aigle reports an increase of 46 per cent 
over 1926 and attributes this in a large measure 
to the stabilization of the currency, which per- 
mits planning for the future. The annual re- 
ports of other companies follow the same reason- 
ing. Especially the number of small policies 
has grown enormously. Payment of premiums 
has been facilitated in every possible manner 
and for the small policies medical examination 
has been largely done away with, a fact which 
is not universally approved. 

However, there is still a vast field to be 
worked. In Avenir Economique et Financier 
of Paris, Mr. Max Hermat, General Secretary 
of the Comite General des Assurances, deplores 
in a long speech the ignorance of wide classes 
of the French population in insurance matters, 
especially in life insurance, which leaves France 
far behind other countries. He describes this 
ignorance as truly astonishing. Better knowl- 
edge of the benefits of insurance is sought not 
for selfish purposes but for the benefit of the 
whole social organism. This is especially neces- 
sary at a time when, through the reduction of 
the franc to a fraction of its former value ,the 
private fortunes of many families have been re- 
duced to a minimum or wiped out entirely, and 
such families are now dependent entirely on the 
earnings of the family head, whose death or 
incapacity leaves them in the direst need. The 
chief protection against such misery, if not the 
only one, is life. insurance in a reliable com- 
pany. Government propaganda is not desired, 
as the average Frenchman looks with suspicion 
on such interference with his private life; it is 


up to the 200,000 agents in France to carry the 
message to the population and arouse interest 
in life insurance by explaining the various forms 
of: policies, which meet the most varied needs. 

A table of statistics deals with 25 stock com- 
panies and 5 mutuals. Of the stock companies 
the Nationale shows the biggest figures, fol- 
lowed by Union, Assurances Generales, Phenix 
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and Urbaine in the order named. Of the Mu- 
tuals Mutuelle Generale Francaise is the most 
important, far head of the other 4 named in 
the statistics quoted. Foreign companies doing 
life business in France are hardly mentioned 
and the data refer to 1925 business and are, 
consequently, of little actual interest—From 
La Reassurance. 
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INSURABILITY 


A Special Edition for Agents 


Bear in mind that to properly fit life insurance 
coverage to a prospect it is necessary first to know the 
value of the life to be indemnified. When a man in- 
sures his house he knows its value. When he insures 
his life he should also know its value. This life value 
is gauged by the effects upon longevity of health, liv- 
ing conditions, race and climate. 

INSURABILITY is the yard stick for measuring 
longevity and thereby pointing out life values. 

What an array of arguments the insurance sales- 
man can line up which will prove to his prospect that 
his life value is not adequately protected by insurance. 
What an “open sesame” to increased business and in- 
creased commissions. 

[NSURABILITY contains the facts which enable 
the agent to arrive at this information and to amplify 
his sales canvass in a new and striking fashion. It is 
available now at the special price of $10. for a Special 
Edition for Agents. Order Now! 
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Selling Women Insurance 


é ot what do I attribute my success 


with women? A simple thing really. 

I like women. I understand them, 
their problems, needs, ambitions. This success 
you mention begins and ends there—with my 
feeling for women. There is nothing I enjoy 
more than to get a good position for some girl 
out of work, to talk over personal difficulties 
encountered by some earnest mother striving to 
arrange to give her youngsters a good educa- 
tion. In insurance I have found a means to be 
of real help to thousands of women, to take 
care of practically every material. problem that 
arises in the business of life: 

“That fact makes me like insurance. I know 
the entire Lincoln National line. I know exactly 
what every policy is and just what it will do 
for the women I meet. All sorts of require- 
ments exist, you know, among. the various classes 
of prospects I interview. And there is a pol- 
icy for every want. It is my business to fit up 
the needs with the policies. 

“This giving of my utmost consideration to 
the type of policy best suited, say, to: the busi- 
ness woman who wants to retire after her years 
of service are-over, the wife who wants. to keep 
her home. should her husband die—is to my 
way of thinking a stern moral issue, and I never 
make any arrangement to sign a prospect until 
I am fully convinced I have made the one, only, 
best decision in the type of policy I sell. 

“How do I present the values of these various 
types of policies? Oh, I'll tell you. I used to 


























Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
includes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 


Write for territory to 
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be a school teacher. Yes! And in my training 
I learned how to present the cardinal facts—in 
the plainest, clearest way, to make obvious with 
the least mental blurring the principles of what 
I discussed. By a sort of elimination of all 
non-essentials in my insurance work I take the 
details of importance, those things a woman 
wants to know, and tell her about them—in- 
formally. I simply talk it all over, as I would 
a play, or a book, making my subject personally 
pertinent to my prospect, always keeping her 
needs and desires in mind, before us both. It 
is her life: you know. that counts, what she must 
have to be secure and happy. 

“Study? All the: time. Insurance first, as I 
have to know the latest phases of the great work 
as they develop which let me assure you they 
do. continuously. Next psychology. I feel I 
cannot know enough about peoples’ minds and 
hearts. I’ve got to know what my fellow be- 
ings think and how they’ feel. Human emotion 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows. how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 


Direct connections and proper assis- 
tance to right man. 


Territory obtainable in portions of 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to: write 


INCOME GUARANTY COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, $1,000,000 








FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every: one of our 
agents. They find enthusiastic friends 
of the. Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 
More Than a Billion and a Half 


of Insurance in Force 
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and thought is a delicate and sensitive element. 
I have no end of respect for that side of my 
work, I study economics—in fact I am taking 
a sociological course now. Business courses,. 
too, have held my attention. Alexander Hamil- 
ton, all of it. Extension work! , The teacher’s- 
training I mentioned. I’m going in for a degree: 
soon. Yes, I study. 

“You want to know what I don’t do? Well,. 
I never argue. I try to be tactful. I never 
say: “Here now you need this insurance: and 
I am going to see to it that you take it.” Domi- 
nance and domineering will not sell women. 
They know what they will or will not do. 
Women, contrary to the old adage, know: their 
own minds now-a-days. Lastly, I never over- 
sell. 

“About my being a Minute Woman this year, 
I’ve made up my mind to it. I’ll win the honor, 
It’s just a theory of mine that through such a 
decision I’ll make myself arrive: After all its 
what we stretch ourselves a bit to reach we 
achieve. If yow want very little in life and 
pick that—that’s what you get. But, if you 
have wider hungers for more—and more—and 
reach out farther and farther, the law of effort 
will bring you a larger reward. So, I’ve got 
winning a place for myself as a Minute Woman 
definitely in my thoughts and I’m reaching out 
for the position as far as I can. 

“You want_to know what I’ve done that might 
be considered exceptional. Perhaps having no 
lapses all during the year of 1926. Yes, I’ve 





From an interview_with Zura Z. Brown, leading 
woman agent of the Lincoln National Life Insurance 
Company. 
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Life 
Insurance 
Company 


Prankfort, Indiana 


$5,337,313.74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 
Policyholders 


$47,000,000.00 Insurance in Force 


EW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
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A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 
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been first highest woman a number of times, 
too. Would that answer your question? Or, 
would the faet that I’m close to having a total 
of sales so far this year amounting to $300,000 
be more to the point? I don’t really know 
what you’d want, but anyhow here are the facts. 

“How long have I been in the business? Well 
only four years, and I’ve got everything to learn. 
It is a profession you know. Twenty years 
from now and I'll havea real story to tell you. 
At least I’ve made up my mind to reach out in 
this work and do some actual good in the world, 
and make some money. Both can be done to a 
gratifying degree—through insurance. 

In addition to what Mrs. Brown states it 
might be mentioned that last month (October), 
she lead the entire sales force of the Lincoln 
Life in the sales of annuities. She is ‘also 
among the twenty leaders of the company in 
personal production. and is the leading woman 
agent for September, and has had that honor 
seven other months of the year 1928. In July 
she made the Emancipators club which means 
$200,000 of paid business during the year. 

Annuities and retirement income policies are 
her specialties and it is in these fields that she is 
a leader. 


Cashing In on Saturdays 

In a recent bulletin to the members of the 
Philadelphia Agency, Manager E. J. Berlet 
brings out the following points of interest in 
connection with making Saturday yield its full 
share of the week’s harvest. 

“Our representatives do not cash in on 
Saturdays as they should because they have 
sold themselves on the idea that people are so 
busy Saturday that they can’t talk to them! 


“Just as a matter of interest, let’s say that 
you secure one application every time you pre- 
sent your proposition ten times. It is easy to 
assume that you could make five presentations 
each Saturday during the next fifty-two weeks 
and just have twenty-six more applications un- 
der your belt, which would show up mighty 
pretty on your record for the year’s work. 

“A very good friend of mine, who happens 
to be a cracker-jack salesman, told me the 
other day that there are two days he would 
rather work than any other, one is a rainy day 
and the other is a Saturday! Because hun- 
dreds of other salesmen do not work these days, 
naturally he has the field almost exclusively 
to himself. 


“It is all in the state of mind! We often 





underwriting practices: 


LIMITS INCREASED 


In keeping with its plan of expansion, the Manhattan 
Life announces the following important changes in 


1. Limit on one life, $100,000. 
2. Disability Benefits on $25,000. 


3. $50,000 on one examination. 





THE MANHATTAN LIFE 
INSURANCE COMPANY 


Madison Avenue at 60th Street 
New York City 
Organized 1850 
Thomas E. Lovejoy, President 








sell ourself ideas which cost us a lot of money. 
Let’s sit down for a cool, clear analysis; give 
ourself a nice little sales talk, and determine 
in our own minds the fallacy of laying off on 
Saturday. 

“Let’s cash in on Saturday’s earnings! After 
all, there are only about three hundred work- 
ing days in the year, and when you subtract 
fifty-two days from that number you. are cut- 
ting down your percentage in big figures! 

“So, let’s determine here and now that from 
now on we will put these fifty-two days back 
on the calendar and that we will make Satur- 
days fatten up our bankroll for the next year 
and the years to come! 

“Why waste them?”—Guardian Life Service. 


Death of Thomas P. Morgan, Sr. 

George K. Sargent, second: vice-president and 
manager of agencies of the Mutual Life Insur- 
ance Company of New York, announces with 
regret the death of Thomas P. Morgan, Sr., 
of Washington, D. C., on November 2, 1928. 

Mr. Morgan began his career with the Mu- 
tual Life Insurance Company of New York in 
1889 as a solicitor in its Baltimore agency. On 
January 1, 1901, he was appointed manager in 
the Washington (D. C.) agency, and on. Janu- 
ary 1, 1909, he was appointed agency supervisor, 
with headquarters in the home office. 

In a letter to the company’s managers, Mr. 
Sargent speaks of Mr. Morgan as follows: 


His career as. solicitor in the field, agency 
manager and agency supervisor is well known 
to our field forces. His loyal and devoted ser- 
vice was reflected in: the building of the com- 
pany’s present agency system. His dignity and 
devotion to high ideals inspired and impressed 
those fortunate enough to enjoy his acquaint- 
ance and privileged to work with him. 


Auto Accidents in Baltimore 

BattrmoreE, Mp., November 6.—Automobile 
accidents in Baltimore have decreased to a de- 
gree greater than in any time in the last five 
years, figures for the first nine months of the 
year, released by the Baltimore Safety Council, 
show. 

There were only 9851 automobile accidents, 
with 97 killed, 3674 injured that far this year, 
the statistics reveal, as compared with 10,666 
accidents, with 131 killed, 3674 injured in the 
same period in‘ 1927. 

This is a decrease of nearly 26: per cent, in 
the number of fatalities and a lessening of 5.47 
per cent in non-fatal casualties. 


How to Build Business 
“I have just finished Wm. T. Nash’s book 
‘How to Build Business.’ It sure is a wonder.” 
—A. S. Larsen, Stockton, Calif. 
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Life Agency Officers 
(Concluded from page 13) 
rural territories, 71.4 per cent were successful, 
15.1 per cent were doubtful and 13.5 per cent 
were failures. In rural territories 57.5 per cent 
were successful, 19 per cent were doubtful, and 
23.5 per cent were failures. 

The chart showing reasons for termination of 
the managers’ contracts was very interesting. - It 
disclosed that 32.3 per cent lost out for lack 
of organization ability; 19.1 per cent for per- 











A Unique Feature 
of Management 


CTIVE direction by a com- 
pact body of men of 
large affairs is one of the ex- 
cellent features of Northwest- 
ern National Life’s manage- 
ment. Of special importance 
is the fact that the Board, 
through its executive and fi- 
nance committee of six mem- 
bers which meets each week, 
makes all the Company’s in- 
vestments and closely super- 
vises its progress. 


BOARD OF DIRECTORS 


*F. A. CHAMBERLAIN 
Chmn. Exec. Com. First National Bani: 


*E. W. Decker 
Northwestern National Bank 
*C. T. JAFFRAY 
President “Soo” Railway 
*THEODORE WOLD 
Vice Pres. Nortlwestern National Bank 
E. L. CARPENTER 
Pres. Shevlin, Carpenter & Clarke Co. 
A. F. Prysspury 
Treas. Pillsbury Flour Mills Co. 
*T. F. WaALLAce 
Pres. Farmers & Mechanics Savings Bk. 
Frank T. HEFFELFINGER 
Pres. F. H. Peavey & Co. 


*O. J. ARNOLD 


Pres. Northwestern National Life 
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sonal reasons such as lack of interest or in- 
ability to get loyalty of the agents; 13.3 per 
cent for financial inability; 10.8 per cent for 
physical disability; 7.1 per cent liked selling 
better; 5.8 per cent were dissatisfied with their 
company or job; 5.4 per cent for financial irreg- 
ularity; 3.3 per cent for changes in field or- 
ganization plan and 2.9 per cent accepted an- 
other position. 

In studying the relation of manager turnover 
with previous service with the company prior to 
appointment Mr. Kenagy pointed out that one 
company reported that all of its managers had 
had previous service; with the lowest, only 10 
per cent had previous service before appoint- 
ment. For comparison as to turnover he took 
the top fourteen companies for comparison with 
the bottom fourteen companies with the follow- 
ing result: 82.1 per cent of the top fourteen 
had had previous service with a turnover of 9.4 
per cent; while 35.7 per cent of the bottom 
fourteen had had previous experience with 17.5 
per cent in turnover. 

As to the years of previous service to suc- 
cess his chart showed, none, 43.1 per cent, suc- 
cess 59.7 per cent; one to two years previous 
service, 17.2 per cent, 73.4 per cent, successful ; 
three to five years, 17.2 with 71 per cent suc- 
cessful; six to ten years, 13.2 and 80.5 per cent; 
eleven to fifteen, 5.8 and 80.5. 

Sixty-one per cent of the successful man- 
agers had had previous service, and 39 per cent 
none; doubtful managers, 47 per cent previous, 
53 per cent none; unsuccessful managers, 37 per 
cent previous service and 63 per cent none. 

The relation of the total life insurance exper- 
ience to success as managers was shown in 
the following table: 


Years Successful Doubtful Failures 
DIRE. oc ancdcuseeeouseees 49.1 19.6 31.3 
ee 66.7 12.7 20.6 
BUD a so -ec0dcdweseaawees 62.2 18.9 18.9 
Se ee 74.0 16.7 9.3 
| St ee pears 70.4 12.2 17.4 
POT sss 050004504000 60.2 21.7 18.1 


He expressed the opinion that the ideal term 
of previous experience before appointment as 
managers was around seven years. 

The relationship of age at contract as man- 
agers to success follows: 


Years Successful Doubtful Failures 
CREE 25 ..<.<ccsessesans 67.7 10.8 21.5 
ee er 71.8 17 10.2 
SOO dss acesuecene eres 73 12.1 14.9 
eS ee rr 73 13.2 13.8 
Ec 560 Sinkmin sible en ewe 67.3 15.4 aR 
MIND ais waleinew en apeacewas 63 21 16 
BND. uc atce neu ce ead 64 18.7 17.3 

















the convention were: James A. Fulton, vice- 
president of the Home Life of New York and 
chairman of the executive committee of the 
Life Insurance Sales Research Bureau; Pearce 
H. Young, Missouri State Life; Vincent B. 
Coffin, Penn Mutual Life; Winslow Russell, 
Phoenix Mutual Life; O. B. Jackman, Bank- 
ers Life of Iowa. In fact there were so many 
speakers that the meeting soon became an open 
forum in which all present willingly partici- 
pated. Set speeches were reduced to a mini- 
mum, being designed only to introduce and close 
the discussions on specific subjects, while the 
main activity came from the main body of the 
convention. 


FUNCTIONS OF AGENCY OFFICER 


In his speech as chairman Mr. Fulton dis- 
cussed some of the functions of the agency of- 
ficer, listing them as follows: Department ad- 
ministration; intra-company relations; inter- 
company relations; public relations; production; 
building good will in the agency organization; 
he should put some time in the field; while re- 
cruiting agents is primarily the job of the man- 
ager, the agency officer should set an example 
for the field to follow; he should train man- 
agerial material; and he should devote some 
time to research work. 

Another interesting address was that of Wil- 
liam Sample, vice-president of the Ralston- 
Purina Company. This man has enjoyed a re- 
markable record as a sales developer as attested 
by the fact that his compar.y has doubled its 
production every four years for the past twen- 
ty-four, or stating the comparison in a more 
vivid way, the production to-day is sixty-four 
times that of twenty-four years ago. He in- 
timated that the life companies are not care- 
ful enough in selecting their field representa- 
tives, declaring that he like others had formed 
the opinion that when a man fails in all else 
he becomes an insurance agent. He pointed 
to the fact that his company only selects two 
salesmen from every 100 applicants. 

He declared that the life companies are pre- 
eminent in training salesmen but suggested that 
they are trained too much in fundamentals and 
not enough on how to sell. He also declared 


that more careful supervision is needed. 

The session on Monday was the most val- 
uable of course, because the groundwork for 
a new organization for home office educational 
rdirectors was completed. 
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On November 4, 1927 


First Policy Issued 


On November 3, 1928 
$10,506,000 


Of Paid for Insur- 
ance Outstanding. 
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Do you realize 
what that rec- 
ord indicates? 


There must be 
something at- 
tractive about 


the Bankers 
National. 


If you are not as 
well situated as you 
would like to be 
write today, in 
confidence, to 


BANKERS NATIONAL 
LIFE INSURANCE 
COMPANY 


Trust" Bldg., Journal Square, 
Jersey City, N. J. 
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interest in Group Insurance. 


with this list of prospects. 











JOHN HANCOCK SERIES 


at the AGENT’S DOOR 


Are You Missing Opportunities to Write Group Insurance? 


An agent had written various lines of insurance for several employers. 
Each employer had in his employ a sufficient number of men to warrant an 


The Agent had never mentioned Group to these Policyholders 
He talked things over with our Group experts and made contacts for them 
We did the rest and the agent received full commission for the business. 


The clients were satisfied and so was the agent. 
Let us tell you how we can do it for you! 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
197 Clarendon St., Boston, Mass. 


OVER SIXTY-FIVE YEARS IN BUSINESS 















































MISSOURI STATE’S NEW RATES 
Recently Revised Rate Book Contains 
Several New Policies 
St. Louis, Mo., November 2.—The Missouri 
State Life Insurance Company of St. Louis, 
Mo., has prepared a new rate book, containing 
new rates, new policy forms and policy pro- 

visions to become effective on November 1. 

The new rate book is divided into seven sec- 
tions called “Books” as follows: 1. Manual 
of Instruction. 2. Non-Participating Pre- 
miums and Values. 3. Participating Premiums 
and Values. 4. Miscellaneous Premiums and 
Values. 5. Annuities. 6. Group Insurance, 
and 7. Salary Savings Insurance. 

Each of the books contained in the manual 
are paged separately and each has its own table 
of contents. It is believed this arrangement 
will prove very convenient for the men in the 
field. 

All of the instructions have been carefully 
revised and brought up to date. 

The changes in policy plans include insur- 
ance with life income at age 60, non-participat- 
ing. This policy is identical with the present 
insurance with life income at age 65 years ex- 
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cept it matures five years earlier. This policy 
is designed for special appeal to women—school 
teachers, nurses, office workers, etc., and for 
many men who want to provide an income at an 
earlier age than 65 years. 


Another new policy is the life paid up at 60, 
65, non-par. It is a limited payment policy 
and should have a strong appeal to the man 
between the ages of 20 and 40. At the younger 
ages the rates are only slightly higher than on 
the ordinary life form, but the insured has the 
advantage of being freed from any possible 
necessity of paying premiums after he reached 
60 or 65 years. 

New child’s policies to be issued in addition 
to the present 20-payment life and 20-year en- 
dowment. The forms to be added are child’s 
15-year endowment, child’s 10-year endow- 
ment and child’s 20-payment life increased bene- 
fit. They will be issued from ages 0 to 14 
years. All adult forms between the ages stipu- 
lated are to be withdrawn as the child’s forms 
are more attractive. 


The modified life plan has been placed on 
the same basis as term insurance, the minimum 
policy to be written on this plan hereafter to 
be $2000. Several changes on the term forms 
have also been made. The annual dividend term 
policies which heretofore have been renewable 
as well as convertible will hereafter be non- 
renewable and will be written on the 5-year 
and 10-year term plans only. The only renew- 
able policy to be written henceforth is a new 
5-year term non-par which is both renewable 
and convertible. The rate is slightly higher than 
for the corresponding 5-year term non-par con- 
vertible but not renewable. 

A new ordinary life annual dividend policy 
is also being introduced on a participating basis. 
It is to be issued at a very low gross rate to 
preferred standard risks only and for amounts 
of $5000 and up, but not to exceed $100,000 on 
any one life. The company expects favorable 
expense and mortality rates on this form, which 
will enable it to show a particularly favorable 
net cost. 

In place of the old ordinary life annual divi- 
dend policy the company is now offering an 
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ordinary life endowment at age 85 and the 
old policy is withdrawn. The rates are ap- 
proximately the same. 

New disability rates are also being put into 
effect. The new rates are designed to give the 
company a more favorable experience and are 
in keeping with the increased and liberal bene- 
fits the company offers policyholders under this 
disability clause. It will be recalled the com- 
pany did not increase its rates at the time the 
90-day clause was introduced although this pro- 
vision substantially increased the -cost of the 
benefit. The new rates are well in line with 
those charged by other well managed companies. 


Urges Care in Writing Disability 
(Concluded from page 7) 
way may prove important as a set-off against 
the losses of the life insurance companies should 
the trend of disability rates continue to be up- 
ward. 

In considering the trend of disability rates 
we must not overlook the close association that 
exists between disability and prosperity. Cur- 
rent rates of disability, no doubt, reflect the 
present high standard of prosperity and we must 
be prepared for higher rates of disability with 
a lessening in prosperity. Monthly annuity dis- 
ability benefits came into general use on this 
continent in 1919 and 1920. Since 1921 we have 
enjoyed a period of unusual prosperity and it 
therefore follows that the bulk of our experi- 
ence under the modern disability clause has 
been accumulated during a favorable period 
rom the point of view of disability. It is in- 
teresting to speculate what the disability rates 
would have been if business and industrial 
activities during that period had been more 
nearly normal. 


ieee 
——— 
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| Scranton- Pittsburgh, Pa 


| General Agency of a Pennsylvania Company 


| Territory unsurpassed and large enough for 
| an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 
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The major part of the solution of the prob- 
lem of disability lies in sound practices in the 
underwriting of the benefit and the admission 
of claims and by close supervision of the dis- 
abled policyholder so that the company will gain 
early knowledge of recoveries. Some of us 
have laid ourselves open to the charge of loose- 
ness in the administration of disability benefits. 

It is of paramount importance to us as actu- 
aries that we should be alive to the importance 
of administration. Investigation should be un- 
dertaken from time to time as well as on any 
indication of excess claims with a view to the 
discovery of possible improvements in under- 
writing and in supervision of claims. 

The conception of disability insurance in this 
country is an evidence of the imagination of 
our actuaries. Its development has rendered a 
remarkable service to those homes, few in num- 
ber, but heavily stricken by the calamity of dis- 


ability. In placing the business on a self-sup- 
porting and profitable basis there exists an op- 
portunity to demonstrate the business ability 
of actuaries. 


Our Special Service Bureau 

The Special Service Bureau of THE Spectra- 
Tor, the purpose of which is to assist agents 
who are subscribers to THE SPECTATOR to ob- 
tain desirable company connections, has received 
the following letter from a general agent. 

“The writer wishes to thank you for your 
mention of my name to the different casualty 
companies, and I expect to close contracts next 
week and will write you definitely after doing 
so. Please accept my warm thanks for your 
courtesy in the matter.” 
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a INSURANCE is no place to gamble. 
tracts oftentimes are left thoughtlessly at the mercy 
of a freakish “throw” of Life’s dice. 


Are disability and old age provided for, as well as 
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Yet its con- 


death? — Are all the advantages accruing to a named’ 
beneficiary extended to a secondary or “contingent” 
beneficiary? — Will surviving partners draw the full 
benefits contemplated, from the ‘‘business” policy at the 
time of its settlement? 


INDIANAPOLIS 








Old Line Legal Reserve 


Guardian representatives are well-trained, 

thorough, and sincere,—fully equipped to 

keep all possible “gambles” out of the 
contracts they place. 








Established 1899 








THE GUARDIAN Lire INSURANCE CoMPANY 
of AMERICA 
“The Company that Guards and Serves” 
50 UNION SQUARE NEW YORK CITY 


HERBERT M. WOOLLEN 
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CASUALTY SURETY 
Years of Life Insur- 


af 
ance Ideals and Services GUARDIA? WICASUALTY 
COMPANY 


of BUFFALO, N. Y. 





N IDEAL became «a reality when, on February || | 
Ist, 1843, “THe Mutua, Lire of NEw YORK” 





issued its first policy. The business of life insurance 
on the mutual plan started in America then and (A New York State Stock Company) 
a. Special Automobile Rates 
Priority in its field is not the Company’s claim to = : 
greatness—age in itself is no great distinction. THE Insurance Policies provide for Assureds 
Murvat Lire began with high ideals of business participation in profits. Writing all types 
conduct, which still prevail. It aims at quality and of the following classes of Insurance and 
to be highly honorable in all its dealings. es 
In its relations with policyholders and their repre- 
: F ACCIDENT CONTRACT BONDS 
sentatives THE MuTuAL LiFe has an outstanding AUTOMOBILE FIDELITY BONDS 
record BURGLARY JUDICIAL BONDS 
walla eee LIABILITY LICENSE & PERMIT BONDS 
Those who contemplate life insurance soliciting as PLATE GLASS PUBLIC OFFICIAL BONDS 
a career are invited to apply to WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 
: Surpl olicyholders $1,700,000 
The Mutual Life Insurance Company plus to Policyholders $1,700, 
of New York Agencies Open in the Following States 
DELAWARE NEW JERSEY 
te pee OHIO NEW YORK | 
34 Nassau Street New York, N. Y. MASSACHUSETTS PENNSYLVANIA 
NEW HAMPSHIRE DISTRICT OF COLUMBIA 









































Field Annuals Do You Contemplate 
" Making a Change Jan. 1? 
Insurance Directories et 
you o you wi wan € vest vaiune 


for obtainable to offer your prospects. Our 





*Greater New York Tennessee new Universal Policy is a winner. Nine 
+New York State North Carolina Policies in One. We believe it to be the 
New Jersey South Carolina most liberal and easiest sold policy form 

Kentucky Virginia on the market today. 
Texas Pays face of policy, plus all accumula- 


tions on Endowment or Limited Pay 
forms in case of death before maturity. 
No medical examination or loss of basic 
rate if changed back to Whole Life form. 


*City and Suburban. 
tExclusive of Greater New York. | 





Each volume contains a complete list of agents in 


the territory covered, with address, list of com- | | A profitable contract is available to men 


capable of appointing agents and manag- 








oanies represented, etc. | ing a territory. For further information 
Many new features are incluaed that will be found | address 
anly in “Field Annuals.” 

ADDRESS AGENCY DEPARTMENT 


Price of each $5.00 Postpaid “ 
THE INSURANCE FIELD COMPANY ||| National Life C= 


Incorporated 


®. 0. BOX 617 LOUISVILLE, KY. 
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SECOND EDITION 


LIFE INSURANCE SIMPLY EXPLAINED 





By WILLIAM ALEXANDER 


Secretary of The Equitable Life Assurance Society 
of the U.S 





Mr. Alexander has a nationwide reputation as a 
writer on Life Insurance, and speaks with author- 
ity. 

This, his latest book, will be useful to all classes 
of readers, and can be readily understood even by 
those who have had no previous knowledge of 
life insurance. 

It clearly explains the principles on which all 
sound life insurance rests, and describes the many 
important services that it renders to the public. 
It will have special value for those who are com- 
prised in the following categories: 


Business men who ought to have some accu- 
rate knowledge about this most important 
industry. 

Men and women who have capital for invest- 
ment. 

Managers who are responsible for the train- 
ing of soliciting agents. 

Agents who wish to give their important 
clients some idea of the scope and value of 
life insurance, and the many ways in 
which it can be utilized. 


Banks, trust companies, writers, economists 
and philanthropists. 

Professors and teachers who are in charge 
of insurance classes. 

Public and private schools throughout the 
United States. 





CONTENTS 


I. A GENERAL SURVEY 
II. FounpaTiIon PRINCIPLES 
IlI. Tue Lire Insurance Company 
IV. Scope anp VALUE oF Lire INSURANCE 
V. Services Renperep By Lire INsuRANCE 





[N. B. To enhance the value of this book for 
classroom use, Frank L. Jones, formerly State 
Superintendent of Public Instruction in Indiana, 
has prepared a series of LEssons (with appropri- 
ate QuEsTIOoNsS) based on this volume as a textbook.]} 


PRICES IN QUANTITIES 


$ 1.00 250 copies at 85c. .$212.50 


Single copy 
45.00 500 copies at 80c.. 400.00 


50 copies at 90c.... 


N. B. Further reductions on orders for books for 
the use of schools, colleges and other educational bodies. 





THE SPECTATOR COMPANY 


135 William Street 
NEW YORK 


Insurance Exchange 
CHICAGO 





THE 
Boston Mutual Life Insurance 
Company 


77 Kilby Street “7% Company of the ~~ BOSTON, MASS 


H. O. EDGERTON Frosldent E. C. MANSFIELD, Sec’y & Treas 
ROBERT KING, Supt. of Agencies 


A corporation biscori and operating under the Insurance laws of 
Massachusetts. All desirable forms ,of up-to-date contracts issued. 
CORRESPONDENCE “SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, Founder 





Createst Illinois Company 











United Effort 
Always Wins 


Realizing that two, working together, can 
accomplish more than a single individual— 
the Des Moines Life & Annuity Company have 
made co-operation with its agents ® major 
feature in its plan of production. 


Interested? Write for openings! 


























The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
co 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ge POLICIES contain valuable SPECIAL DISABILITY and 
TOTA D PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. fen Kyle, Medical Director 

Philadelphia, Pa. 





Independence Square 

















for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 
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PERHAPS 


You think Income Insurance is hard to sell, or 
That you cannot get the right kind of policies, or 
The right kind of Agency Contract, or 

There is too much ‘‘Red tape’’ in Claim Settlements. 


WE CAN 


Remove these objections for you, if you will tell us your story. Ours 
is a very ‘‘Human’’ organization, and we have had 25 Years’ ex- 
perience in dealing with individual problems. Let’s talk over yours. 


INTER-OCEAN CASUALTY COMPANY 


CINCINNATI, OHIO 


J. W. Scherr, Pres. W. G. Alpaugh, Secy. 




















GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 


DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men who can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 

Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 


Largest Organization of its Kind in America 





























~ GRAND RAPIOS LABEL CO. 
GRAND RAPIDS. 
MICH. ; 
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SHOWING ELABORATE DISPLAY 








THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 


Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 


Total Funds over 


Benefits Paid since Organization Over 
For further information write to 


THE INTERNATIONAL HEADQUARTERS 
W. B. A. Building Port Huron, Michigan 
Miss Bina M. West Miss Frances D. Partridge 
Supreme President Supreme Secretary 


36,000,000 


A 
$150,000,000 
Company 


48 Years of 
Se 


A Complete Line of Policy Contracts 
Real Sales Aids for Representatives 


Excellent Territory available for 
General Agency Development 


Write 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 














THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 

The real strength of an insurance company is in the conservatism of its 
management, and the management of THE HANOVER is an absolute 
assurance of the security of its policy. 
Charles W. Higley, President Montgomery Clark, Vice-President 
J. G. Hollman, Secretary H. T. Giberson, Treasurer 
F. E. Sammons, Asst. Secy. A. E. Gilbert, Asst. Secy. 

Home Office, Hanover Bidg., 34 Pine St., New York 




















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY Backed and endorsed by the most substantial 
and influential business men in Kansas City 


THEMANAGEMENT Practical insurance men of long experience 
and conspicuous success. 


TERRITORY MISSOURI, KANSAS, OKLAHOMA, 
aoe ~— COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 











INTERSTATE LIFE & ACCIDENT CO. 
JOS. W. JOHNSON, M. D., President 
LIFE, HEALTH, and ACCIDENT INSURANCE 


FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 


Home Offiee 
Chattanooga, Tennessee 
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N. & E. FLORIDA 


R. F. Valentine, Manager, 
2152 Boulevard Place, 
Jacksonville, Fla. 


S. W. FLORIDA 


Wm. E. Hand, Manager, 
114 West Magnolia St., 
Lakeland, Florida. 


SOUTHERN INDIANA 


Kirk & Walker, Managers, 
215-16 Liberty Bank Bldg., 
New Albany, Indiana. 


MARYLAND 


Louis J. Myers, 
613 Court Square Bldg., 
Baltimore, Md. ~ 
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DONT 


If You Are Thinking of Making 
a Change for 1929 Write Us Be- 
fore Doing So. Licensed to Do 
Business in 32 States, Real First 
Years Commissions, Non-For- 
feitable Renewals. 


FOR OTHER TERRITORY WRITE OR WIRE 


as 


eSESERVE LOAN LIFE 


INSURANCE COMPANY 
[——_—«XINDIANAPOLIS, INDIANA. — 


LET A MENTAL HAZARD BEAT YOU 


OKLAHOMA 


J. Virgil Hoover, Manager, 
309 Perrine Bldg., 
Oklahoma City, Okla. 


MISSISSIPPI 


B. R. Kuykendall, Manager, 
Delta Counties, 
Drew, Miss. 


W. D. Ratliff, Manager, 
Eastern Mississippi, 
Pythian Castle, 
Jackson, Miss. 














